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Insurance Men 
To Help Survey 
Future N. Y. City 


Walker Names Beha, Ballard, 
Hoey, Ecker, Stabler, Pea- 
body, Joyce and Others 


O'BRIEN MAY BE CHAIRMAN 


City Growing ‘So. Congested and 
Unwieldy Future Must Be 
Planned Carefully 











How is New York, always so congest- 
ed and so uncomfortable, with so much 
still coming in the way of development, 
going to take care of the teeming mil- 
lions still to pour into the great city? 

How shall future 
traffic, 


building, zoning, 
highways, parks, ports 


and revenue be planned? 


sanitation, 


For a solution of these questions, the 


importance of which is strongly felt in 
the insurance district of the city, 
Walker, with a deal of thought, 
has appointed a non-partisan committee 
eminent citizens to make a 
survey of the city and plans for its fu- 
ture needs, which is, officially, to be 
known as the City Planning and Sur- 
vey Committee. From all walks of life 
men of constructive influence and pres- 
tige have been appointed. The list of in- 
surance men on the committee follows: 
Sumner Ballard, president of the In- 
ae il Insurance Company; James 

seha, state superintendent of insur- 
ance; James J. Hoey, of Hoey & F'li- 
son, and also chairman of the Home 
Rule Commission; William B. Joyce, 
president, National Surety Co.; Fred- 
erick H. Ecker, vice-president, Metro- 
politan Life; Ir. Lee K. Frankel, sec- 
ond vice-president, Metropolitan Life; 
Walter Stabler, comptroller, Metropoli- 
tan Life; Charles A. Peabody, president, 
Mutual Life; Darwin P. Kingsley, presi- 
dent, New York Life; W. J. Cahill, 
counsel of the state. insurance depart- 
ment; Edgerton Parsons of Parsons & 
Eggert and of Marsh & McLennan; Ar- 
thur S. Somers of the board of educ: a- 
tion and vice-president of the Brooklyn 
National Life: John M. Richle, general 
agent of the Equitable Life Assurance 
Society; and also a number of men who 
are members of the board of directors of 
Insurance companies. Former Justice 
Morgan J. O’Brien, a director of the 


Equitab le Society, may be chairman of 
the committee, : 


Mayor 
vreat 


of several 


Former Fire Commissioners on 
Committee 


others on the committee are 
Chief Kenlon of the fire department and 
Robert Adamson and Joseph Johnson, 
former fire commissioners. Mr. Adz am- 
son is now a banker. Mr. Johnson is 
commissioner of public works. 

he reason so many officers of the 
Metropolitan Life are on the committee 
Is because each of the three appointees 
is an outstanding figure, not only in in- 
surance, but outside of it as well. eo 
instance, Mr. Ecker is former head of 
the Ch: ambe r of Commerce. 


Amony 


Dr. Frankel 
. active in many medical and philan- 
thropic surveys and movements. Mr. 


(Continued on Page 20) 























Assurance Company, Ltd. 
of London 
100 William Street, New York 





A corporation which has stood the test 
of time! 144 years of successful business 
operation. World-wide interests. Abso- 
lute security. 


Excellent Service and Facilities 


PHOENIX 


indemnity Company 
123 William Street, New York 









































Justify Your Client’s Confidence 
by 


giving him the protection of an organization strong 
enough to meet practically any emergency, and 
whose service includes prompt adjustment of claims. 


Insurance Company of North America 
Philadelphia 


“Oldest 


American Fire and Marine Insurance Company” 























Another Dividend Increase? 


Yes, the fourth successive annual 
prosperity and efficient management. 


increase. A_ reflection of general 
Just part and parcel of our continu- 
ous effort to reduce cost while steadily improving a life insurance service 
that is at all times maintained in the front rank of quality. 
we do not emphasize dividends. 


Nevertheless, 
any company 
and to distribute 
American people may 


The more essential task for 
is to keep its policy contracts level with the public’s needs, 
enough of them that the economic affairs of the 
be safeguarded and stabilized. 


We invite men and women of high ideals, of industry, and intelligence 
to come and work with us upon this honorable and patriotic task. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 
Organized 1847 























Phoenix School 
Graduates Use 
Standardized Talk 


Most Objections To Insurance Can 
Be Met With Prepared 
Sales Arguments 


FOLLOW TREND OF TIMES 





Aetna Life to Stop Field Schoels, 
But Will Have Substitute; 
Bureau Meet 


doubt but 
opinion of the heads of the 


There is no that in the 


agency divi- 
sions of life insurance companies who at- 
tended the Life Insurance Sales Re- 


search Bureau meeting at the Hotel 


Pennsylvania on Thursday and Friday 
of last week trained men win out over 
the untrained, and there were lots of 


figures and facts given to prove it by 


representatives of companies which 
have schools or correspondence courses, 

John A. Stevenson, 
dent of the 


Society 


second vice 
Equitable Life Assurance 
, in charge of education, declared 
that the average 
the Society 


presi- 


production figures of 


had doubled in a few years. 


More than 4,000 agents of the Equitable 
have had school training. More than 
4,000 agents have voluntarily taken the 


corresp¢ mndence 
Glover S. 


school course, 
Hastings, superintendent of 


agencies of the New England Mutual 
Life, told about three classes that the 
company had at the home office (1923, 


1924 and 1926), and demonstrated 
the men who had attended these classes 
had written a lot more business after 
going to the school than they had before. 
Such was the testimony all along the 
line. 


that 


One Company Finds Traveling Schools 
xpensive 

When it came to 
much the schools cost, 
siderable aricty 
which reg: oor the 


a discussion of how 
there was con- 
f data. One company 
traveling school propo 


sition as expensive is the Aetna Life, and 
it has decided to cagprasaie co it. During 
the past veal the ‘OMI pany Ce nducted 


nine teen field schools in Various gene ral 
agencies. However, ie company is con 
sidering a substitute for the field school 
as it believes thoroughly in the trained 
agent. An announcement in this con- 
nection will be made later 

One of the most interesting statements 
made at the conference relative to 
schools was that of the Phoenix Mutual 
Life that it has become a decided con- 
vert to standardized sales talks on sev- 
eral theories. One of them is that such 


great sales organizations, as those in the 
talking machine, typewriter, adding ma- 
chine and automobile industry are 


standardized, and 
ceptance of this 


that the general ac- 
theory in so wide a 
field must be based on merit. Another 
is that the objections to life insurance 
fall into a few definite, fixed channels 
and these main objections can easily be 
answered. For the present, the Phoenix 


Mutual will use two standardized sales 
talks. 
The Phoenix Mutual viewpoint about 


(Continued on Page 10) 
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The Equitable Life Insurance Com- 
pany of Iowa offers a full line of 
Annuities prepared to meet all of 
the standard requirements. The 
Company’s Life Income Policies also 
provide ideal coverage for the pros- 


pect requiring a Retirement Income 


at Ages 55, 60 or 65. 


HOEY, ELLISON & WENDT, INC. 


| General Agents 


99 WILLIAM STREET 
JOHN 0833 NEW YORK CITY 
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Judge Day Talks T 
Equitable Group Men 


SUCCESS OF THIS DIVISION 





Started Group 15 Years Ago in His First 
Year As President; New 
and Larger Quarters 





Fifteen years ago, upon the advice of 
judge William A. Day, who had been 
elected president of the Equitable Life 
Assurance Society, that company went 
into group insurance. The innovation 
was a success from the start. Up to 
December 31, 1925, premiums to the 
amount of $42,817,000 were reported by 
the Society for group insurance alone. 
It now has a premium income in_ that 
division of about $8,000,000 a year. More 
group insurance was written for the first 
fve months of this year than for the 
entire twelve months of 1925. 

Occupies Nearly Entire Floor 

All these facts are interesting in view 
of a luncheon which was given by the 
group insurance division at the home 
ofice on Monday of this week in the 
new and larger quarters that the Society 
has for this department of its business. 
Almost an entire floor is provided for 
the needs of the group division, the head 
of which is Second Vice-President Wil- 
liam J. Graham. 

Gathered at the luncheon were repre- 
sentatives of the group division from all 
parts of the United States. 

The first group policy was issued to 
a corporation in New Jersey, the head 
of which is E. H. Outerbridge, then and 
still a director of the Society. It was a 
committee, the chairman of which was 
Mr. Outerbridge, which approved the 
recommendation of Judge Day that the 
Society enter into group insurance writ- 
ing. When it came time to deliver the 
policy to the corporation, of which Mr. 
Outerbridge was the head, not only the 
workmen of the plant but their wives as 
well were gathered to be informed of 
the fact of the new cover. While the 
news was received with some enthusiasm 
it was not until the first death claim 
was paid that the significance and im- 
portance of the insurance were realized. 

Talk by Judge Day 

Judge Day was the principal speaker 
at the luncheon and received a warm 
reception from the group representatives 
gathered about the board. 

Judge Day complimented the members 
of the group division upon their accom- 
plishments and declared that among all 
the arguments that it were possible to 
advance for group insurance nothing 
struck him as more significant than the 
fact that of the 3,350 insured under group 
who died last year 40 per cent. had no 
other insurance to leave to their depend- 
ents. Furthermore, it was important to 
consider that many of these insured 
could not have purchased life insurance 
as individuals had such been their desire. 
_ The president of the Equitable talked 
interestingly in a reminiscent vein rela- 
tive to the inauguration of group in- 
surance by the Society which was fif- 
teen years ago during the first vear of 
his administration as head of the Societv. 
He said that the experiment was dubi- 
ously regarded in other life insurance 
circles; that some of the companies 
shook their heads believing that the in- 
novation might prove disastrous. There 
were even some of the official members 
of the Equitable family who were doubt 
ful as to the plunge that was taken in 
writing groups without medical examin- 
ation, 

Required Courage 

“It required courage to take the step,” 
said Judge Day. “But I was sure that 
we had made no mistake. And so it 
Proved. As this new department of the 
Equitable began to grow and more and 
more groups were written other compa- 
mes followed our example, just as they 
have in some other departures.” 

Judge Day then told how the Equitable 
had established its farm loan division, the 
mat of the New York companies. to. do 

Is; and the home purchase division. 
He told of the trip at the time he had 











THE BEST TIME 


The best time to sell a man is when you are 
delivering a policy you have already sold him. 
He may not say so, but he has a feeling of 
genuine satisfaction in knowing he is O. K. 
and that insurance has been issued. 


He realizes that he is that much richer and 
consequently is in a more receptive mood with 
regard to the whole insurance proposition. 


He appreciates that he should take more 
insurance, as much as he can afford. 


This is the time to secure another applica- 
tion or his promise for consideration of 
further insurance and to make an appoint- 
ment for another meeting. 


The barrier of reserve has been broken 
down and the policyholder and yourself meet 
on the common footing of interest in a com- 
mon purpose. 


The Prudential 


Insurance Company of America 


STRENGTH OF / 
GIBRALTAR.” 


Home Office: Newark, New Jersey 


Epwarp D. Durrietp, President 








made through the West and South when 
he had made the promise that the 
Equitable would invest in those territo- 
ries as much of the funds it collected 
there as possible if the conditions of 
the loan and the interest returns were 
satisfactory; and how such loans have 
been made not only in those sections 
but in other parts of the country in con- 
stantly increasing amounts—many tens 
of millions—and he described how those 
loans have done so much to build up the 
country. 

In discussing other public service of 
the Society he told an interesting story 
narrating how the Equitable had been 
asked to subscribe $50,000,000 for the last 
Liberty Loan during the Great War, a 
letter to Judge Day from Washington 
saying that if the loan were successful 
it would win the war. At the time, said 
Judge Day, “we had only $23,000,000 
available, which was subscribed, and I 
went out and borrowed the balance.” 

Tribute to W. J. Graham 

In paying a tribute to the head of the 
group division, Second Vice-President 
William J. Graham, Judge Day said that 
the latter had been active in the group 
division from the start, had been an im- 
portant factor in formulating group pol- 
icy of the Society, and believed thor- 
oughly in group insurance. “A man 
thrice armed is the man who believes 
in his cause,” he said. 

He concluded with a plea for co-opera- 
tion, for the co-operation of all depart- 
ments of the Society; and with some ad- 
vice of a salesmanship nature. It was 
to the effect that no one could be suc- 
cessful as a salesman unless he believed 
wholeheartedly in what he had to sell 
and that the way to sell was to stress 
the strong points of the contracts and 
advantages of one’s Own company in- 
stead of talking of the weakness of other 
companies or what they had to offer. The 
policy should be fit to the individual who 
should be dealt with in a manner that 
will satisfy needs. “A dissatisfied client 
can do more harm than two satisfied 
ones can do good,” he said. 

Judge Day did not go into life insur- 
ance until he was fifty-five years old by 
which time he had had a lot of experi- 
ence in the world along many different 
lines. 

“But nothing has given me so much 
satisfaction as my work and experience 
in life insurance,” he said, “and nothing 
more pleasure than what the Equitable 
has accomplished and the calibre and 
accomplishments of the associates whom 
I have gathered about me.” 


DINNER TO MELLEN, HANMER 
Farmers Loan & Trust Officers Invite 
Executives to Hear About 
Insurance Trusts 
At the suggestion of Vice-President 
Sloan Colt, of the Farmers Loan & Trust 
Co., the officers of that institution re- 
cently gave a dinner at the Yale Club, 
New York, in honor of L. G. Hanmer 
and Clark Mellon, of Mellen, Hanmer, 
insurance trust specialists, New York. 
The dinner was a testimonial to the ex- 
cellent record which Mellen, Hanmer 
have thus far made in negotiating for 
the Farmers Loan & Trust amounts of 

over $1,000,000. 

Ten of the junior executives of the 
Farmers Loan & Trust Co., headed by 
Mr. Boyd, its trust officer, were invited 
to the dinner, it being the desire of the 
company’s officers to have them thor- 
oughly informed as to the principles and 
working of the insurance trust idea. 

Considerable time was devoted to a 
discussion of the insurance features of 
the trust fund plan. Willard H. Cobb, 
of the New England Mutual Life, was 
among the invited guests. 





LOVIER’S 25 YEARS 

Arthur M. Lovier of Rome, N. Y., 
celebrated his twenty-fifth anniversary 
with the Equitable Assurance Society 
recently. He entertained a number of 
agents of the Syracuse and Rochester 
agencies. The meeting was attended by 
Manager Parks of Rochester, Manager 
Thompson of Syracuse and by the Dis- 
trict Managers connected with the latter 
organization, 
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i Ls SucH MEN 
ARE NEEDED 


TODAY 


HE Crusaders were probably the most success- 
ful unsuccessful men the world has ever 
known. 

Harassed on every side. Hungry. Thirsty. They 
carried on—true to an ideal—until the end. 

And history says they failed. 

Yet, as a boy, you read about them eagerly. 
You forgot about their failures in your admira- 
tion for their courage. In fact, what man is 
there whose strength of character is not trace- 
able—in large degree—to the “crusader-inspired- 
ideals” of his youth? 

So too, in the life insurance business, there have 
been crusaders of the past who inspire the cru- 
saders of the present. The details of what they 
accomplished matters little. It is sufficient that 
they created the traditions and gave substance 
to the ideals, which we are proud to follow. 

THe PHoenix Mutuat isan old life insurance 
company. It has learned the value of its tradi- 
tions. Its most successful men have always been 
of the crusader type who found an opportunity 

through life insurance service in the PHoeNrx 
MutuaL way—to give full expression to their 
most cherished ideals. 

Such men—more of them—are needed today, 
And the PHornrx Murtwat is ever ready to en- 
trust its business to their cate. 


PHOENIX. MUTUAL 


LIFE INSURANCE COMPANY 


HOME OFFICE 

















HARTFORD CONN, 
= 
S 


Firvt policy inpned 1551 








Ss) ai) ul i ail 








June 18, 1926 


W. H. Dallas Discusses 
Aetna Life Schools 


(Is TALK AT BUREAU MEETING 


Will Be Diccentineed Because of Ex- 
pense Not Being Commensurate 


With Effort 


field schools which 
the Aetna Life has been conducting, W. 
H. Dallas of the Office 
the Bureau of Life Insurance 
search at the Hotel 


In discussing the 
Home said to 
Sales Re- 
Pennsylvania meet- 
ing: 
Training Through Field Schools 

“During the past year the Aetna Life 
has conducted nineteen field schools in 
the various general agencies throughout 
the country with a home office instruc- 
charge. The majority of 


tor in agents 


schools have been with 


and 76 per 


attending these 
the company for time 
full time 
“The schools were inaugurated to test 


the comparative value of 


some 
cent, have contracts, 

personal in- 
struction and correspondence training on 
the fundamentals of life insurance and 
salesmanship; to demonstrate to our 
veneral agents the advantages of agency 
and the value of 
to determine 


schools educational 
work ; 
the needs of our field men along these 
lines and how they may best be met; and 
as an experiment to guide the future 
development of the company’s education- 


as far as_ possible 


al policy. 
Started in Milwaukee 

“The schools were held in June, 1925, 
first with a class in Milwaukee. ‘There 
were thirty-seven in attendance and dur- 
ing the six months following but 37 per 
cent. of these met our field practice re- 
quirement by paying for $50,000 during 
that period, and received diplomas. Up 
to the present date we have checked two 
additional classes and find that the aver- 
age number receiving diplomas is but 45 
per cent. of those attending. 

“In nineteen schools we have had a 
total attendance of 517 or an average of 
27 per class; 76 per cent. of these were 
full-time men and 8&7 per cent. were regu- 
lar in attendance and passed the written 
examinations satisfactorily enough to be 
awarded certificates of attendance. 

“Since the schools were inaugurated 
there have been continual changes made 
in the curriculum as the instructors 
found expedient; the lengths of the 
schools have been shortened from three 
weeks, as originally planned, to two 
weeks, or, by the inclusion of several 
alternoon sessions, to ten days. 

Found Afternoon Soliciting 

‘Unsatisfactory 

_ “Our original idea was to hold classes 
Irom 9 until 12 each morning and have 
the men solicit during the afternoon. 
However, it developed that this was not 
done and that the time was generally 
wasted, Therefore, the term has been 
shortened and the periods lengthened. 
This reduces expense to all concerned and 
lessens the amount of time wasted. 

“However, even with these changes we 
find that the expense seems to be too 
large in proportion to the results ob- 

“ned and at present our plan is to dis- 
sillier, for the time being at least, this 
iam of ‘training, 

One advantage which has ensued is 
ria practically every agency in which 

have held classes now has a field su- 
Sevae in charge of the educational 
work, who attended our class, and is con- 
tinuing his work along similar lines. 
Thus, to some extent there is a "nifovm 
system of education being used through- 

our held, 
The cost of 
The company 
the general 


theee schools is divided. 
furnishes the instructor: 
agent, the classroom and 
miscellaneous materi: il; and the men buy 
their own texthooks and finance them- 
selves during the term. 














$200,000 Life 
$100,000 Term 


Phone 
Cortlandt 2030 








New England Mutual Life 


Limits 


“For seventeen years the brokers’ office” 


BALDWIN 


By ONE of Our 


Regular Examiners 


5 Maiden Lane 
Sth Floor 








5 Seconds from Broadway 








three 
and 


into 
functions 


The classes were divided 
sections: Fundamentals, 
selling methods. 

The Curriculum 

“The curriculum covers: A short his- 
tory of life insurance and the company; 
the fundamentals, i. ¢., premium compu- 
tation, reserves, company organization, 
ete.; analysis of application and policy; 
the functions of insurance with special 
emphasis on beneficiary clauses, inherit- 
ance tax needs and program insurance; 
selling methods including the minimum 
program method; prospecting; a_ brief 
resume of accident and health, group, 
Ww holesale and salary budget insurance. 

“Each man attending a class is re- 
quired to purchase the following books, 
if he does not already own them: ‘What 
Life Insurance Is and Does,’ by Alexan- 
der; ‘Analyzing Life Situations,’ by 
Lovelace; ‘Selling Life Insurance,’ by 
Stevenson. 

“We also use our 
course as a reference 
men are 


book and all new 
furnished with copies. 

“The success of these schools is meas- 
ured in two ways: First, the class 
work, by the results obtained on the 
written examinations given during the 
sessions; and second, the production se- 
cured by these men after the closing of 
the school. 

“We keep a careful record of the pro- 
duction of each man after he has attend- 
ed the school and unless he pays for 
$50,000 of new life business during the 
following six months we do not consider 
him a success. At the present time we 
can give results from three of these 
schools. Of the 84 agents receiving cer- 
tificates, but 45 per cent. won diplomas 
by meeting the above requirement. 

“From these figures and the general 
trend of production secured by these 
men we feel that this feature is largely 
dependent upon the general agent. The 
men must be 

(Continued on Page 10) 


correspondence: 


taught how to apply their 


FINDS CIRCULARIZATION PAYS 


Miss Alice Roche of Provident Disagrees 
With Some Speakers at Sales 
Research Bureau 

Discussion of the circularizing of pros- 
pects took up the closing hours of the 
Sales Bureau meeting at the Pennsylva- 
nia last week, and while it was brought 
out that some of the companies did not 
approve of the direct-by-mail method 
for the reason that it was declared to 
be expensive in comparison with net re- 


turns, yet the facts stated by Miss Alice 
koche, manager of the sales promotion 
department of the L. F. Paret agency 
of the Provident, in Camden, N. J., did 
not sustain the expense theory. 

She said that “through direct mail ad- 
vertising the Paret Agency had devel- 


oped considerable new business. It is 
a means of educating prospects, estab- 
lishing contacts with policyholders and 
one of the greatest means of attracting 
the attention of the people to life insur- 
ance. In a sense, it is the means of 
‘sowing the seed.’ 

“About 200 letters a month, or at the 
rate of 25 a week, are allowed each 
agent. The cost of these direct-by-mail 
letters range from 7 4/10 cents to 15 
cents, averaging about 11 cents a letter 
or 66 cents a year for each prospect. The 
net returns on the whole were more than 
satisfactory.” 

Some of the speakers maintained that 
the “telephone system” if properly han- 
dled was a better method, while others 
said “teach your agent to go and see 
his prospect and not leave him until he 
has landed him.” 


DON’T LOSE YOUR LEAD! 


The most exciting part of a race is 

the finish. If you are running ahead of 

your last year’s record, don’t begin to 

take it easy. The tape is still ahead of 

you. Won't lost your lead; increase it! 
“National Life Messenger.” 








Triangle 7560 








If you have 

A child of ten 

Or an applicant of 70 
Write it in the Aetna 


Call 
GRAHAM and LUTHER 


176 Montague Street 
General Agents Brooklyn and Long Island 


AETNA LIFE INSURANCE COMPANY 
“A POLICY FOR EVERY NEED” 
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How Travelers Finds 
Its New Agents Told 


THREE SOURCES FURNISH THEM 


Brought in by Field Assistants, Old 
Agents and Other Representatives 
of Branch Offices 


Daniel J. Blouhais: of the Travelers, in 
a talk at the Life Insurance Sales Re- 
search Bureau last week, told how that 
company gets its new agents. There 
are three methods: First, through field 
assistants; second, from the agents 
themselves ; and third, from salaried rep- 
resentatives of the company, 

Ne w_agents for the Travelers, by the 
way, first start out by selling accident 
insurance as in that way they can see 
ore people and get quicker decisions. 
The Travelers is largely a branch office 
company, the branches being 
by men who get salaries. 
assistant managers in large cities and 
field assistants in small cities. Ninety 
per cent of the agents come through the 


managed 
There are 


field assistants who are employed, pri- 
marily, eventually to become branch 
lianagers. The field assistant must 


serve a period of apprenticeship running 
from two to five years, beginning work 
as an agent with a branch office. After 
ten weeks of soliciting experience, he 
goes to the home office tr: aining school. 
Almost from the start there is empha- 
sized in his training the necessity of his 
learning how to pick men. 


Learning How to Deal with Men 
_ In Hartford, a month is spent in train- 
ing, always with the idea that he will 
become a future manager, The theme at 


the school is not policy contracts but 
how to deal with men. Those most suc- 
cessful in building man-power become 


managers. 

The company keeps close tabs on all 
the managers and assistant managers, e¢s- 
pecially with reference to the new men 
they introduce to the company. Detailed 
reports along these lines are required. 

Mr. Bloxham said it was generally 
short-sighted for an agent to object to 
bringing available candidates into an in- 
surance office to sell insurance, and any 
opinion that new men,increase competi- 
tion was fallacious. He declared that if 
every agent in a city were selling Travel- 
ers insurance it would make Travelers 
insurance all the easier to sell because of 
the constant advertising that the com- 
pany would be receiving in the town. 


At the branch offices about once a 
month conferences are held on the sub- 
ject of getting agents. Every person in 


the branch office is under instructions to 
be as courteous as possible to the public 
so that all contacts shall be breeders of 
good will. This applies to the under- 
writing and claim divisions as much as 
to the other divisions. 

Branch office managers are not given 
any quota with respect to agency build- 
ing as the assigning of a quota might 
induce them to sacrifice quality for quan- 


tity. If a manager cannot put on a 
sufficient number of ne oi able men, his 
salary is not so large as it otherwise 


would be, and that is a stimulus. 


ELECTS NEW OFFICERS 


H. H. Beidler to Head Newark Associa- 
tion for Coming Year; Big 
Program Planned 

At the annual meeting of the 
Life Underwriters’ Association 
Monday at the Newark Athletic Club, 
Henry H. Beidler, associate general 
agent, Provident Mutual Life, was elect- 
ed president for the forthcoming year. 
He will be supported by Lewis De. V. 


Newark 
held on 


Day, of Day & Cornish, as first vice- 
president; W. R. Baker, Mutual Life, as 
second vice-president, and S. B. Rote, 


veneral agent, Connecticut Mutual, treas- 
urer. The association has lined up an 
ambitious program for the coming sea- 
son, including monthly dinner —e 
educational classes at the local Y. M. 

A., and top-notch speakers at all its 
meetings. 
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PERFECT PROTECTION —THE MODERN 
ADEQUATE INSURANCE SERVICE 


$ 50.00 weekly, for an unlimited period during disability 
by accident. 
50.00 weekly, for 52 weeks during sickness. 

3,200.00 every year for life, payable monthly if totally 
and permanently disabled by accident. No fur- 
ther premiums to pay and no deductions from 
the face of the life policy as the result of pay- 
ments so received. 

3,200.00 for one year, if totally and permanently disabled 
by disease and $600.00 each year in monthly 
payments, thereafter for life. No further pre- 
miums to pay and no deductions from the face 
of the life policy as the result of payments so 
received. 

5,000.00 payable upon natural death. 

15,000.00 payee mpon death b by: accident. 



































O other factor in its merchandising program has 
contributed so largely to the unparalleled growth of 
Reliance Life than has Perfect Protection. In 1912 this 
unique plan was originated by Reliance research experts 
and immediately its saleability was reflected in the en- 
thusiastic acceptance of underwriter and public alike. 


The chart showing the Company’s development in life 
insurance in force indicates the normal trend of the 
average insurance company’s growth from 1903 to 1912. 


The marked influence of Perfect Protection on Reliance 
life insurance sales is indicated by the trend from 1912 
to the close of last year. 


Perfect Protection in its effect on the production of 
Reliance underwriters enables them to write fully 25% 
more business than were they equipped «with life in- 
surance alone, for Perfect Protection appeals to their 
prospect’s self-interest, one of the greatest barriers to 
the sale of life insurance today. 


Fortunate is the Perfect Protection Man. Success and 
prosperity are his by virtue of the service he can provide. 
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The 


PERFECT PROTECTION 
MAN 


Forging ahead day 
by day to greater 
prosperity. 


In 1925 


One Perfect Protection Man paid for $2,821,562. 
Another paid for $1,113,675. Four others paid for 
over $600,000. 27 others paid for over $300,000. 
52 others paid for over $200,000, and in the en- 
tire organization of over 650 underwriters one 
in three paid for over $100,000. 





If you are further interested in the unique plan of Reliance Life operation, a letter to the Home Office will secure immediate information 


IKELIANCE 


LIFE 





RELIANCE LIFE INSURANCE CO. of PITTSBURGH : FARMERS BANK BLDG., PITTSBURGH, PA. 


June 18, 1926 
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Connecticut General 
Moves to New Home 


FACES BEAUTIFUL CITY PARK 





Six Stories High and Has Floor Space 
of 115,000 Square Feet; Structure 
of Florentine Design 





This week the Connecticut General 
moves to its new home office building on 
the corner of Elm and Hudson streets, 
just across the street from one of Hart- 
ford’s beautiful parks. After sixty-one 
years in various locations on Pearl Street 
and Central Row, during the latter part 
of which increasing size has compelled 
the separation of the various depart- 
ments in seven different buildings up and 
down the street, the convenience of hav- 
ing all parts of the Home Office or- 
ganization again housed under one roof 
is going to be generally appreciated. 

The company’s life insurance in force 
of over three quarters of a billion is now 
more than seven times and its accident 
premium income is nine times that of 
ten years ago. For several vears the 
work has been done under difficulty due 
to physical limitations of space. 

The new building is six stories high 
and has a floor space of 115,000 square 
fect. It is exceptionally well lighted. 
The main building has two wings and is 
constructed to allow for the addition of 
other wings which the rapid growth of 
the company will make necessary before 
many years. Back of the main building 
is another, recently completed and al- 
ready occupied by the company’s print- 
ing and supply departments. A garage 
and courtyard provide parking space for 
ninety automobiles. 

The main building, which follows in 
much of its exterior treatment the Ric- 
cardi Palace in Florence, Italv, is con- 
structed of granite, solid, massive blocks 
being used up to the third story, and 
a somewhat lighter treatment followed 
above that level. The court side of the 
building is faced with brick. 

Five Bronze Doors 

The main entrance is through five 
bronze doors set in an arched opening, 
16 feet wide and 31 feet high, the upper 
part of which is covered with ornamental 
iron grille work. The large windows on 
the ground floor are also protected by 
iron grille work specially designed by 
John Proback. 

The main entrance lobby is adapted in 
desion from the Greek Temple of Apollo 
at Bassae. It is 16 feet wide, 38 feet 
lone. and 23 feet high, and is flanked by 
marble columns surmounted by marble 
heams, with an ornamental ceiling richly 
deenrated in polychrome colors. 

The comnanv’s Pearl Street property, 
purchased in 1905 and at that time much 
more than adequate for all needs, was 
disposed of some months ago. 


TAKING MORE SPACE 

J. Harry Miller, Inc., general insur- 
ance, located at 579 Summit avenue, Jer- 
sey City, has taken additional space on 
the second floor at their present loca- 
tion. These enlarged facilities necessi- 
lated by the rapidly expanding business, 
will enable them to provide improved 
comprehensive and individual service. 


DALY AGENCY INCORPORATES 

The Thomas F. Daly Agency Com 
pany, Denver, Col., has been incorpor- 
ated, capitalization $100,000. The incor- 
orators are C. J. Daly, M. J. Parks and 
W. E. Hutton.” Mr. Daly ‘is president 





acquainted with 





ROBBINS & SIMONS 


General Agents, Home Life Insurance Co., announce 
the completion of their enlarged agency facilities on 
the seventh floor of the home office building at 256 
Broadway, New York, opposite City Hall Park. . 


A cordial invitation is extended to any one who 
writes Life Insurance to visit us and become 


*“ROBBINS-SIMONS SERVICE” 








HELPING NEW AGENTS 


Group of Sales Plans Given to Each 
Manager; Extracts From James 
A. Fulton’s Talk 
James A. Fulton, vice-president of the 
Continental Life of Wilmington, Del. 
made one of the best talks at the con- 
vention of the Life Insurance Sales Re- 
search Bureau last week. He said in 

part: 

“We place in the hands of each man- 
ager a group of sales plans to help the 
new man and old man get business; and 
keep him at work. Our experience seems 
to indicate that sound merchandising 
methods may be applied to the sale of 
life insurance the same as to the sale 
of any other commodity. A description 
ot these various sales plans is embodied 
in a loose leaf book which stays on the 
manager’s desk. An agent may select 
the plan which appeals to him, or the 
manager may select one and interest him 
init. These plans help make sales, boost 
men out of slumps, and give direction to 
the work of both new and old men. 

“Control from the home office is ordi- 
narily given as one of the advantages of 
the Managerial System. We make no 
attempt to exercise this control Our 
manager is manager in fact as well as in 
name. He determines for himself such 
questions as how much time he shall 
spend with the new agent, and whether 
he shall split commissions with them. We 
give him absolute authority, and hold him 
strietly accountable for results. 

“Our general plan in helping our new 
agent is to do three things: 


= 

















velous growth. 


holders have that 








— MENU=<=== 


Producing 50%, Increase ~~ 


Continental men are again showing a 50% increase in paid 
for business over the previous year. 
Our leaflet entitled, MENU, gives the secret Of this mar- 


Continental men grow big and strong, and their policy- 

satisfied 

MENU you quickly will understand why. 

Do you want to build a big agency? 
Write for our MENU 


James P. Sullivan, Agency Director 


Continental Life Insurance Co. 


ST. LOUI 
Edmund P. Melson, President 


look. 


AHEAD FOR FIRST FIVE MONTHS 


Combined Robbins & Simons Forces Also 
Lead Home Life in Volume and 
Premiums for May 

Robbins & Simons, general agents, 
Home Life in New York, is setting a hot 
pace for itself. The agency has led the 
company in both paid for insurance and 
premiums during the first five months of 
this year. It also ranks first throughout 
the United States for the month of May 
among Home Life agencies. 

One of the Robbins-Simons agents, D. 
C. Leeper, is second on the agents’ roll 
of honor for the first five months of 
1926 in volume, as well as being second 
for the month of May. All told the 
agency is well represented in choice po- 
sitions on the honor roll. 


WEDS ELAINE HAMMERSTEIN 

Elaine Hammerstein, screen star, and 
the daughter of Arthur Hammerstein, 
New York theatrical producer, last week 
became the bride of J. Walter Kays, 
forty-two years of age, an insurance 


broker of Los Angeles. 


“!—Give his manager a contract that 
will enable him to devote his time ex- 
clusively to the securing and training of 
new men; 

“2—Teach that manager all we know, 
or can find out, that will help him train 
his new agent; 

“3.—Place in the manager’s hands ade 
quate merchandising plans for use in 
helping the new agent actually get busi- 


” 
ness. 














When you read our 
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Ss 
J. DeWitt Mills, Secretary 











Heads Missouri State 
Underwriting Dep’t 


APPOINTMENT OF. F. N. EVERETT 





Formerly with Prudential; Has 
Long Career in Life Insurance; 
iven Dinner 


Had 


Frank N. Everett, formerly of The 
Prudential, has been appointed manager 
of the life underwriting and policy issue 
departments of the Missouri State Life. 

In college, Mr. Everett paid particular 
attention to the study of life insurance 
as a vocation. He was assistant to the 
secretary of the Old Provident Savings 
Life of New York, for which company 
he handled new business, policy loans, 
surrenders, advertising, and edited the 
company’s agency paper. 

He joined The Prudential in 1908 at 
its home office and was later assigned 
as Assistant Manager of the Canadian 
division when the company entered Can- 
ada. In that position for about eighteen 
months, with headquarters at Toronto, 
he gave special attention to establishing 
agencies in new territory. Next he 
served as Assistant Manager, Policy De- 
partment, and later was transferred to 
the Issue Department. 

After he had severed his connection 
with The Prudential and on the eve of 
his departure for St. Louis to assume his 
new duties on Saturday, June 5, Mr. 
Everett was tendered a testimonial din- 
ner by the employes of his department. 
A beautifully engrossed scroll containing 
resolutions of appreciation and esteem 
was presented to him from which the 
following paragraph may be quoted as 
indicating the hich regard in which he 
was held by his former associates. 


NEW HOME FOR SUN LIFE 





To Erect Nine-Story Building in Lon- 
don; Ready for Occupancy 
in Two Years 

Negotiations have been completed be- 
tween the Sun Life Assurance Company 
of Canada and the English Crown Com- 
missioners for the direct lease for nine- 
tv-nine’ years of the site in Cockspur 
Street, London, adjoining the recently 
acquired offices of the Canadian Govern- 
ment. A new building, to serve as the 
company’s headquarters in the United 
Kingdom, is to be commenced as soon 
as possible to cover the whole of this 
site, previously occupied by Messrs. 
William Deacon’s bank, the United 
States Steamship Lines, the Credit Lyon- 
nais, and other concerns, and with front- 
age of 108 feet on the Cockspur street 
side and 105 feet to Pall Mall East, and 
an average depth of 150 feet. It will be 
an imposing structure of nine stories, 
with elevations of Grecian design, and 
will conform in type to its official neigh- 
ber. The Cockspur Street frontage will 
have Tonic columns, while that to Pall 
Mall East will be treated with pilasters 
in place of columns. Portland stone will 
be used for the exterior, and the main 
corridors, entrance halls, and staircases 
will be of marble. 

It is hoped by the Sun Assurance Com- 
pany that its new home will be ready 
for occupation in about two years’ time. 
Only some two years ago the company 
moved into the Astor estate office, on 
the Victoria Embankment, but it has al- 
ready outgrown the accommodation 
available there. The architects of the 
Cockspur Street building are Mr. Sep- 
timus Warwick, F.R.I.B.A., of London, 








GUARDIAN LIFE —~ INSURANCE CO. a=. 








Established 1860 Under the Laws of the State of New York 


a 





Tel. RECtor 7501 


JOHN C.MCNAMARA 
ORGANIZATION 





MANAGERS 















HOME OFFICE, 50 UNION SQUARE, NEW YORK CITY 





25 Church St., New York 
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New York, June 1, 1926. 














Traditions are more flexible and more powerful than Laws. 

LAWS (even Constitutions) can be changed. Traditions may not be. 

Traditions are opinions, doctrines, practices, rites and customs transmitted from genera- 
tion to generation by oral processes without written memorials. The Jews believe that God 
delivered to Moses on Mount Sinai two sets of Laws; one recorded—the Ten Command- 
ments, the other handed down from father to son and miraculously kept uncorrupted to the 
present day. The great Roman Church holds to a similar belief—a body of traditions as truly 
divine and therefore as truly authoritative as the Scriptures themselves. 

The same is true of the Moslem Church. 

Institutions have traditions if they have survived the acid test of time. 

NYLIC has traditions—aims, practices, customs, ambitions, almost rites, not written in 
our Charter‘or By-Laws, nor in the controlling Statutes of any of the States where we do 
business. They have sprung from eighty-one years of service under the leadership of idealists. 

SAFETY IS ONE TRADITION 
Not the technical safety demanded by law but the safety that is the product of everlasting 
vigilance. 
JUSTICE IS ANOTHER TRADITION 
Not the cold justice of the letter of the contract but justice that has a human quality, without 
violating trust obligations. 
INTEGRITY IS ANOTHER TRADITION 
From James de Peyster Ogden and his Board of Directors in 1845 to the Board of 1926 there 
is no shadow of dishonesty on the record of any Officer or Director in his relations with the 
policy-holders. 
ACHIEVEMENT IS ANOTHER TRADITION 

NYLIC believes that all men and women (except a negligible few) should be insured. 

This implies ENTHUSIASTIC WORK—another tradition and a powerful one. 


SERVICE IS ANOTHER TRADITION 
That's what Life Insurance is. Life Insurance is not a commodity; it doesn’t make money ; 
it saves money; it uses the money of its members for the protection of beneficiaries and to 
safeguard old age. It is really the best sort of an investment, not because it makes money 
but because it conserves and guards and keeps its members’ money. Individuals as a rule 
can’t invest safely. In groups of millions through Life Insurance they have become the great- 
est and soundest of all investors. 
LIFE AND ENDOWMENT INSURANCE, THE GREATEST 
of ALL OUR TRADITIONS? 

Conditions of living change, but life doesn’t change. This tradition says 

Byer oor ading ; no bunk; no cheap devices which try to beat tables of mortality and forget the weak 
nesses OF Old age. 

These traditions are not written in our Charter nor set forth in any Statutes; yet they 
bind. 

The conclusion of the whole matter is that only great institutions can have traditions; 
and conversely, every institution having traditions is likely to be great. 

Working for NYLIC, men and women become a part of a great moral and sociological 
plan. They begin somewhere. They aim at something. They conserve the products of 
human labor and make realities out of dreams, the dreams of human affection. 

All NYLIC men and women will finally become a part of the NYLIC TRADITION 
which is already a power like unto Kant’s Categories, as glorious to some of us morally as the 
STARRY heavens. 

If that sounds a bit “high-brow” see our nearest Agency Director and he will make it 
clearer. 

SO ORDER YOUR LIFE and YOUR LIFE WORK THAT BOTH 
SHALL BECOME A PART OF A GREAT TRADITION. 


NEW YORK LIFE INSURANCE COMPANY, 
DARWIN P. KINGSLEY, President. 























N CIVILIZED SOCIETY, Constitutions and Statutes are one thing. Traditions are 
another. 
The first limit action; the second inspire action. 
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In discussing the 
Growth growth of mass in- 
of Mass surance recently Wil- 
Insurance liam J. Graham of the 


Equitable Life As- 
surance Society said: 

“Mass selling,” said Mr. Graham, “in 
lack of a better work, comes into use as 
a term descriptive of group insurance 
and other forms of collective life insur- 
ance which are the natural offspring of 
group insurance. These other forms are 
more important for their potentialities 
than they are to date for the volume of 
business written. Among these forms 
are Salary Allotment Insurance, so-called 
Wholesale Insurance, insurances of col- 
lege classes for endowment purposes and 
group annuities for pension or retire- 
ment purposes. All these activities re- 
late back to group life insurance which 
introduced for the first time the mass 
selling idea in America in the form of 
providing life insurance protection for 
employees of one employer. The situa- 
tion at that time was that the mass 
worker was hedged about, as he is now, 
by working rules and working conditions 
that did not permit insurance canvassing 
during working hours. Quantity produc- 
tion has done much to forward the cause 
of the worker and improving the living 
conditions of all concerned, and notably 
those of the worker, but it also denies 
the worker the individual freedom of ac- 
tion and the individual. acquaintance 
with and protection from the employer. 
Group insurance applied the mass idea 
to solve what had become a mass prob- 
lem, to wit: how to reach for insurance 
purposes the salary, time and piece work- 
ers. In doing this it introduced life in- 
surance without medical examination and 
introduced the principle of allowing the 
strong to support the weak so that ac- 
ceptable averages of insurability would 
he attained without rejections. It intro- 
duced the idea of using the employer as 
the center of influence to submit the de- 
tail of all employees to be insured and 
fo remit monthly premiums on their be- 
half. Incidentally it developed the fact 
that mass employment which did not 
make possible individual contacts of em- 
ployer with his employees, none the less 
called for some form of expression from 
the employer to the mass of employees 
that would convey in collective form the 
sense of good will and co-operation 
which makes for success. Group insur- 
ance lent itself readily to this purpose 
because the employer by paying pre- 
mums for a moderate amount of insur- 
ance could show his constructive interest 
in the employees and beyond the em- 
ployees, in the employees’ families. In 
— this life insurance was made uni- 
rsal through his establishment so that 
all would be insured.” 
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The 


Connecticut 


Chance For General says that in 
Additional settling endowment 
Insurance policies it often finds 


cases where the en- 
dowment is the only policy the insured 
has with the company, which leads it 
to say: 

“Premiums have been paid promptly 
for years, there has been no indebted- 
ness against the insurance and from our 
records the policyholders have remained 
good risks. In such cases as these addi- 
tional insurance might probably have 
been written, for many of these policy- 
holders must have increased their earn- 
ing capacity to a point where they could 
carry at least one other policy. 

“Not only among endowment policy- 
holders but in any case where the in- 
sured has carried a policy three or four 
years, has paid his premiums promptly 
and has met no reverses, additional in- 
surance can very likely be written.” 

* * x 


A prominent agent 


This May of the Manhattan 
Work Life, accomplished a 
For Others stunt very recently 


that is worthy of at- 
tention and a “tip” to other agents as 
to just what can be done in dull mo- 
ments. “Things were rather dull and the 
agent was at a loss as to just where he 
could locate a prospective. Sitting in his 
othce the thought struck him “f wonder 
if some of the high officials in the home 
office carry life insurance.” He picked 
out five names, called upon them, then 
wrote a letter, and within one hour he 


wrote the five officials in their own 
company. 
* * * 
A long talk is dull 
Make Talks and ineffective in life 
Short production, according 
And Clear to J. B. Duryea, gen- 


eral agent of the 
Penn Mutual Life. Agents should make 
their talk short and snappy as in the 
average case,—from $1,000 to $10,000 of 
insurance (except when working on an 
insurance program)—the prospect wants 
only two questions answered: 1. What 
do | pay? and 2, What do I get? The 
explanatory part of your talk should be 
graphic answers to these two questions. 
All the rest of your talk should be used 
in trying to close. 

ee + 


It cannot be re- 
peated too often that 
Are a satisfied policyhold- 

Good Prospects. cr is an_ insurance 
man’s best customer. 

There is a trite saying to the effect that 


Policyholders 





Industrial Life Insurance— 


Ordinary Life Policies— 











Geo. T. Smith, Vice-President 
has. F. Nettleship, 2nd Vice-President 





—————— 


The Colonial Life Insurance Company of America 


Especially Attractive and Favorable to the Insured. 


All forms of Life, Limited Payment and Endowment, containing attractive 
and novel features, with High Values at Low Cost. 


Give Agents Unusual Money-Making Opportunities 
Officers == 
E. J. Heppenheimer, President 


Home Office—Jersey City, N. J. 


S. R. Drown, Seeretary 
5. ©. Wise, Treasurer 














once a man is your policyholder he is 
always your prospect. You will notice 
that emphasis is placed on the word “sat- 
isfied.” Your policyholder must be ab- 
solutely sold on the merits of your pol- 
icy before he can be considered as a 
source of more business. Someone has 
said that a sale is placing an article that 
does not come back, but the purchaser 
does. Lapse records would indicate, 
therefore, that too many policies are not 
properly sold, otherwise they would 
never find a place upon the lapse regis- 
ter—The Fcho, Home Life of America. 
sea 
In the June “New- 
Keep Ahead ark Bulletin” of 
of Schryver & Geyler, 
The Burglars = emphasis is laid upon 
; the “burglar” ques- 
tion which is rampant at the present 
time and which usually lasts during va- 
cation time. A timely warning is sound 


ed in the following paragraph which 
reads: Insurance agents have advan- 


tages over burglars. They work in the 
day time with the approval of the law, 
do not have to use force, and have some- 
thing valuable to sell instead of taking 
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valuables away. They are friends of 
their clients instead of enemies. Yet, 
despite all these advantages, they often 
fail to do their duty. They let the burg- 
lars beat them to it and do not think of 
insuring their client’s valuables until the 
burglars have left nothing to insure. This 
is the golden opportunity of insurance 
agents just as it is for burglars. 


PRUDENTIAL LOANS 

Real estate mortgage loans to the 
amount of $16,474,135 were made during 
the month of May by The Prudential 
on property in the United States and 
Canada, according to an announcement 
made last week by A. M. Woodruff, vice- 
president of The Prudential. Of these 
loans $10,414,450 was on dwellings and 
apartments. City loans were made on 
property other than dwellings and apart- 
ments to the amount of $2,224,525. 
Farm loans during the month amounted 
to $3,835,160. During the five months 
from January 1, 1926, to May 31, last, 
the total amount of money loaned by 
The Prudential on dwellings and apart- 
ments was $51,039,758. 








PENNSYLVANIA 


equalled dividend record, it will be 
proposition. 
Address, 


Care of The Eastern Underwriter, 


If you are interested in making a permanent connection with an old 
well established company with a progressive management and an un- 


PERMANENT, 





OPPORTUNITY 


to your interest to investigate our 


86 Fulton Street, New York City 














Waiver of 


Loans at end 


“NEW POLICY 
Disability Benefits of $15.00 per $1,000.00 


BROADER DOUBLE INDEMNITY CLAUSE 


The Manhattan Life Insurance Co. of New York 





Premium 


of 2nd year 














never slow, never hasty 


The record and progress of The 
and the notable changes and develo 


understand and to construe. 


Benefits—under new provisions. 


Company. 


Offices. 


to men and women. 


A Company conservative for enti 


the times. 


34 Nassau Street 





DISTINCTIVE PROGRESS 


“In great things, steady, consistent growth to meet the needs of the times, 
| | A : . ; 
always forward to accomplishment.” 


The Mutual Life Insurance Company of New York 


America’s Oldest Legal Reserve Life Insurance Company 


meeting the requirements of increasing demand and a quickening 
growth are evolved from almost a century of experience and success. 


Policy contracts completely revised in 1925. New contracts attractive 
in appearance, phrased in every-day language “easy to read,” easy to 
They contain all the old provisions 
justified by experience and all the new warranted by science and by the 
knowledge of experience. Improved Disability and Double Indemnity 


Salary Deduction (allotment) Plan of insurance now written by the 


Children’s Insurance now written on standard forms, ages 10 to 15. 
An increased Dividend scale in 1926—the sixth consecutive increase. 
A majority of policy loans granted locally at Managing Agency 


The Company writes all standard forms of insurance. Same terms 
Age limits, 10 to 70, inclusive. 


forward-moving in accord with the new spirit and new demand of 


Those who contemplate taking up field work are invited to apply to— 


The Mutual Life Insurance Co. 
of New York 





Mutual Life have been distinctive, 
pments now marking its history in 


re safety, but forward-looking and 


New York City, New York 
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PHOENIX Managers’ Monthly Reports 
At the meeting of the Life Insurance 
Sales Research Bureau last week Wins- 


low Russell, vice-president of the Phoe- 
nix Mutual Life, read a copy of the 
managers’ monthly report which is used 
by the field force of that company. It 
follows 

From: ° 
Agency 

Date, 192 


To Agency Department: 

The following record shows the work 
done and results accomplished during the 
MP Sc. a eas ee bean aakineees se 

I 

NEW ORGANIZATION EFFORT 

(To be completed by Cashier from Inter- 
view Cards) 
1. How many interviews have you made 


during the month with prospective 
salesmen ? : 

2. How many were Ist interviews...... . 
BM ore acd os diets EG 6 ose ehenseee 


3. How did you get in touch with the 
with whom you had first 
interviews ? 

Present Sales Organization. 
Business Acquaintance. (Other 
than Policyholders.) 


prospects 


pean Clubs, Lodges, Fraternities, 
Churches, Chambers of Com 
merce, 


Policyholders. 

.Educational Institutions. 
Newspaper Advertising. 
Publicity such as Magazine Ar- 
ticles, LaSalle Course, ete. 
National Advertising. 

Came on own initiative. 


.....-Other (Describe). 

4. How many prospects were climi- 
nated ? 

5. What were reasons for not closing 


those eliminated? 

6. What are the names of the prospects 
closed ? 

7. How many contracts made year to 
date ? 


IT 
TRAINING AND DEVELOPMENT 


1. Preliminary Training. 


School Discussion 
(Continued from Page 1) 


schools was presented by James A. Giffin, 
a director of the sales training division, 
who for seven years was the sales leader 
of the Alexander Hamilton Institute on 
the Pacific Coast. At one town he had 
a number of Vhoenix Mutual men in his 
class and became a convert to life insur- 
ance. The men who go to the Phoenix 
Mutual Life school. are very carefully 
picked, professional inspection reports 
being requested on them among other 
things. When they get to Hartford their 
days are so crowded that they have not 
tume for any diversions. They go to 
school morning and afternoon and it is 
arranged that they all live at the same 
hotel. They frequently meet at night to 
discuss the problems presented during 
the day. The curriculum is getting sim- 
pler all the time, however, as the com- 
pany believes that the big idea is to 
sell the men the life insurance business 
and the company rather than contract. 
Therefore, there is not much technical 
information. When the Phoenix Mutual 
men arrive for their classes, they are 
welcomed by the officers of the company 
and they hear quite a number of men 
talk before they leave the city. 

Mr. Giffin said that the fundamental 
ideas which should be conveyed to the 
students are three: The first is that 
every man to whom the agent talks needs 


enough life insurance. The second is 
that every sale will be in the face of 
objection. The third is that every ob- 


jection can be answered if technically 

and diplomatically handled. 
Also of great importance, M1 

said, is for the agent 


Giffin 
io plan his day. 


When he Ic aves for work he must have 
made up his mind where he is going and 
upon whom he will call. 


ut 








Managers’ Monthly Report 


Name. Length of Field Training. 
No. of Interviews. 

No. of Joint Interviews with Man- 
ager or Assistant Manager. 


Sales Training Graduates with 24 
Contract Months or Less. 
Name. 


No. of Joint Interviews with Manager 
or Assistant Manager. 

Month’s Submitted Business. 

The following salesmen have shown 
exceptional results: 

Name. 


Results. 


The following trips have been made 
into outlying territory. 
Date Length of Visit 
Results. 

The following Agency meetings have 


Purpose 


been held. 
Date Attendance Program 
The following contest has been in 


operation during the month. 

Other means of stimulation employed 
have been: 

The following contest is now on. 
(Give description of contest and 
award, if any) 

Business conditions in my territory 
are as follows: 

(Source of information.) 


FIND TALENT; GET REWARD 





Vice-President Jaeger of Bankers of 
Iowa Describes a System for Find- 
ing New Agents for That Co. 

Vice-president N. W. Jaeger, of the 
Sankers’ Life was introduced by Mana- 
of the at the 
meeting in the Hotel Pennsylvania last 


ger Holcombe Jureau 
weck as “the head of the agency divi- 
sion of a company which did $25,000,000 
He asked him to tell 


something about the company’s methods 


last year in Iowa.” 


of rewarding agents for bringing poten- 
tial agents into the fold. 

Mr. Jaeger said the home office pays 
an agent $100 for inducing a man to be- 
come an agent if the new man makes 
good, and the agency manager in the 
territory where the new man works also 
gives the inducing agent $100. Each 
agency manager has a certain number of 
counties and if he does not show good 
managerial talent he is apt to lose some 
of his counties. On the other hand, each 
agent who is successful may get addi- 
tional territory. 

New men must pav for $100,000 the 
first year in order that the indv~ 
agent shall receive the home office $100. 

Mr. Jaeger described the field produc- 
ers’ club composed of “inducing agents.” 


— 


Dallas On Schools 





(Continued from Page 5) 


knowledge after it has been gained, 7 
is the special function of field Super. 
visors. 

“The instructors in our present schoo 
are two men especially trained jp ur 
agency division and employed for they 
aptitude for this type of work. Gro, 
and accident representatives assist wi 
special lectures on their individual gy, 
jects. 

“The field schools held in our agenej 
have been confined mostly to thos 
agents directly connected with th 
agency in which the school was hel 
In one instance a general agent in whos 
agency we had held a school, subsequen; 
ly, sent three new field supervisors , 
considerable distance to attend another 


ATKINSON APPOINTED 

William I. Atkinson, general agent oj 
the Northwestern Mutual Life in Brook. 
Ivn, has been appointed a member of 
the salesmanship committee of the Ne. 
tional Association of Life Underwriter 
by President Frank L. Jones. The ap. 
pointment was made to fill a vacaney 
caused by a resignation. Mr. Atkinsoy 
will report on improvement in educa 
tion of agents. 




















Success through Service 


IFE insurance is a 

service which is be- 
coming more _ necessary 
each year with the in- 
creased costs and higher 
standards of living. As 
people begin to appreciate 


its value in our economic structure, they 
become more discriminating as to where 
they bestow their patronage. 


which a company renders 


placing the dollars and cents comparison 


as a reason for buying. 


A number of years ago the Missouri State 
Life Insurance Company was foresighted 
enough to sense this change in the trend 
insurance business. 
changes in Company plans and policies 
have been inaugurated which were revolu- 
tionary at the time of adoption, but which 
time has proved to be along the right lines. 
Over fifteen years ago, the Company began 


of the life 


to allow 5% on trust funds. 


time, the average companies had allowed 


MISSOURI STATE LIFE 
INSURANCE COMPANY 


M. E. Singleton, President 


Accident 


Life 








made possible 
sion to our pol 
The service 


is rapidly re- the Missouri St 


Many 


prompt service 


nity for success 


Prior to that results of his 


Health 


The remarkable expansion and growth of 


of its judicious use of its excess interest 
earnings, translated into terms of service, 
both to its policyholders and to its Agents. 
The Company has been enabled to liberal- 
ize its policy and becomes a pioneer in 
many dominant ways. 

Through its multiple plan of life insurance 
selling, plus liberal underwriting rules and 


offers its Agents an unexcelled opportu- 
. The Agent multiplies the 


multiplies his income. 


Home Office, Saint Louis 


314% to 414% interest. 
The higher interest rate 
changed the status of in- 
come settlements as an in- 
vestment. This Company’s | 





high interest earnings from 
a wise investment program 
this very valuable conces- 
icyholders. 


ate Life has been the result 


, the Missouri State Life 


daily work and thereby 


Group 
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clude the Crown Life, Manufacturers 
Life and Confederation Life. 
In Up-to-Date Building 
The Sun Life is exceptionally well lo- 
cated in a building tall for Havana, with 
elevators and a starter in uniform.’ It 
has an impressive suite of rooms and 


‘yba Life Men Making 
Hard Fight for Risks 


gUSINESS CONDITIONS ARE BAD 


Life After $5,000,000 Again; Pan- 


Paes Sticks; Other U. S. what looked to us like an up-to-date 
Companies Little Interested office force. That is, there were a num- 
——- ber of well-dressed and bright looking 


(By a Staff Correspondent) 
Havana, Cuba, June 10, 1926. 
The Canadian companies look with fa- 
vor upon Cuban life insurance ; the Am- 
erican companies are indifferent, the 
incipal exception being the Pan-Ameri- 
can Life of New Orleans, which has as 
is president Crawford H. Ellis, vice- 
resident of the United Fruit Co., who 
ane to Latin America when little more 


men discussing matters of the day in 
animated fashion. They were not the 
tired, bored, read-the-paper type you see 
in many American offices. 

The manager is Dr. L. S. Harvey, 
who has been here about two decades. 
When I asked him how business was, 
in view of the depression here in such 
major industries as sugar and tobacco, 
he pulled out a graph with one of those 











SUN LIFE STAFF IN 


HAVANA 


up-and-down mountain peak diagrams 
which “tell the story in a quick glance.” 
It wasn’t a difficult chart to comprehend 
here. The Sun Life was moving at a 
$5,000,000 a year clip in Cuba until the 
moratorium was declared a few years 
ago and everything went to pieces. The 
line in Dr. Harvey’s chart-graph in 1921 
went so low that it pretty nearly hit 
bottom. “Those were sad days,” he said, 
shivering a little at the reminiscence. 

Then up started the line and now it is 
almost at the $5,000,000 production goal 
line again. 

Dr. Harvey’s agents, with one or two 
exceptions, are Cubans, the leader being 
Dr. Alvaro Caballero, formerly a lawyer. 
Some of the Cubans find it easy to write 
American members of the Havana col- 
ony. Asked from where he recruited his 
agents, he said that many were brought 
into the office by the agents themselves. 
He also said the daily paper ads of sales- 
men who spoke both Spanish and Eng- 
lish developed good agency material. The 
fact that they were ambitious enough to 
learn two languages showed that they 
might moke good agents. 

The Pan-American Life 
The only company “from the States” 


han a boy; learned a lot about the peo- 
le; and was general manager of the 
uted Fruit Co. when only 25. He un- 
estands the natives of the West In- 
ies and the personal touch counts. The 
ai-American gets along — splendidly 
own this way. 

\s for the other companies from the 
lates, they are not much _ interested. 
he New York Life reinsured its busi- 
ess here in the Sun Life a couple of 
cars ago, 

the Canadian companies, some of 
hich do a worldwide business, are here 
i force. It is natural, of course, that 
¢ Sun Life should be a factor as it 
in Japan, Chile, Peru, South Africa, 
idia and other parts of the world. (As 
i illustration of the cosmopolitan per- 
mnel of that company its representa- 
ve at Singapore in the Far East re- 
itly presented the Zoological Garden 
Ge with three orang-utans, two wa- 
43, One crocodile, one honey bear and 
« python. Recently the Sun Life made 
Cleveland appointment; it has repre- 
Matives in Newark and Jersey City, 
Is not in New York City.) 

Yther Canadian companies here in- 








OPPORTUNITY 


_ Large fire insurance general agency, operating in best state 
in the South; representing only the most reputable companies ; 
over two hundred agents throughout State, producing over 
$500,000 in premiums annually; contemplates adding life insur- 
ance department. Desire to negotiate with reputable life com- 
pany for high class business. Communications strictly confiden- 
tial. Address: 





Box 1038, 


The Eastern Underwriter 
86 Fulton Street, New York, N. Y. 











INCREASES GROUP INSURANCE 
_Without cost to their 258 employees, 
Cartier, Inc., of New York City, has com- 
pleted arrangements with the Equitable 
Life of New York, to increase the group 
insurance in force to $770,000, or more 
than double the former coverage. 


which is now operating in Cuba is the 
Pan-American Life, the manager of 
which is John T. Bruton, who has been 
in Havana for years and stands extreme- 
ly well in the city. In fact, he is presi- 
dent of the American Club of Havana. 
Mr. Bruton is a Southerner, coming to 
Havana from Texas where he had been 
with the Southland Life. 

Mr. Bruton is colorful and news of 
his activities brightens up the agency 
publication of the Pan-American Life. 
Nearly all of his agents are Cubans. 

In company with all the other life in- 
surance men of Havana, Mr. Bruton has 
his field glass out searching the horizon 
for the better times which are sure to 
come Cuba’s way, but which at the pres- 
ent time are not in sight. 

“[ like the country and like the peo- 
ple,” said the Pan-American’s manager, 
“and things are bound to come our way 
again. 





OPPORTUNITY FOR 
QUALIFIED 
LIFE INSURANCE 

CLOSER 


One who has knowledge of the Life 
Insurance Business 


FOR YOU 


A partnership can be arranged with 
¥ an organization who has been in busi 

a ness for over twenty years and built a 
MAKES $1,500,000 LOAN very lucrative clientelle. 

The Kquitable Life Assurance Society, The executive of this organization 
through its St. Louis loan correspond- has been unable to give the required 
ents, has effected a loan of $1,500,000 attention to life, accident and health 
on the Planters’ Building, that city. The production of his business. He will how 
loan bears 5 per cent. interest and ma- ever, with the proper support of a com: 
tures serially over a period of twenty- petent life insurance partner, devote a 
three years, gt part of his time daily, in successfully 
building this department. 

Replies will be treated in strict con 
fidence and should give age and previ 
ous experience, 





Alc, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 


Denver Des Moines 


Box 1037 
The Eastern Underwriter 
86 Fulton Street, New York, 


Omaha 























New Insurance............................. $117,647,000 
$13,691,000 





a me $857,429 8:6 
BIO O SIGs ois ks dnc bdSiocdcesenaew cen $76,344,849 





New England Mutual Life Insurance Co. 


Boston, Mass. 

















ONWARD MARCH—1925 


Total of Paid-for Business 
1924 - - - -  $134,242,954 
1925 - - - : 157,045,211 


BANKERS LIFE COMPANY 
G. S. NOLLEN, President 
Des Moines, Iowa 


























Celebrating 


75th ANNIVERSARY 


DIAMOND JUBILEE YEAR : 
Seventy-five Years of Service to Policyholders New Policy Forms 
New Added Features to Our Policy Contract 


Berkshire Life Insurance Co. 
Incorporated 1851 
PITTSFIELD, MASSACHUSETTS 
F. H. RHODES, President 
OPENING ALWAYS FOR RIGHT MAN 
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CAPITAL AND INCOME 


The best insurance for the protection of women and children is 
made payable in the form of an income. To leave capital to those 
who have had no experience in making investments is dangerous. 


The value of capital depends on the way in which it is invested. 
A man may own broad tracts of land and think himself wealthy, 
but if it can’t be sold and produces nothing his widow will be land 
poor; will be eaten up by taxes, and may have little to give her 
children to eat. 


A man may own a country mansion in which he has invested 
hundreds of thousands of dollars, but his heirs may not be able to 
keep it up, and perhaps no purchaser can be found. 


A man may leave his wife $50,000 of insurance capital, but if she 
spends the money as if it were income, or if she loses it by investing it 
injudiciously, she may become impoverished. 


The agents of the Equitable are charged to warn their clients of 
these dangers, and to explain that the insurance company —an expert 
investor of capital—stands ready to act as the guardian or financial 
agent of the beneficiary, and thus guarantee that the benficiary will 
receive a fixed income that will be permanent, and cannot be dissipated, 
diminished or delayed. 








The Equitable issues a variety of policies payable in the form of an 
income, including a Life Income Policy and a Guaranteed Investment 
Policy. The latter is new and provides a very liberal income to the 
policy holder’s wife for life, and is then payable to her children for 
their support when their mother is no longer able to provide for them. 


The Equitable is on the outlook for intelligent young men to offer 
income insurance to the people. 








THE EQUITABLE LIFE ASSURANCE * 
SOCIETY OF THE UNITED STATES 
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ter On 1 Trusts At 
3ankers’ Club Lunch 


LIFE MEN, BANKERS, LAWYERS 


Growing Rekaioachio Between Trust 
Companies and Life Insurance 
Companies Emphasized 


The idea of saber warding trusts funds 
by means of closer co-operation between 
trust and insurance companies is grow- 
ing constantly in popularity. 

With a view to facilitating this work 
and of augmenting the sale of life in- 
National 
Association of Life Underwriters and the 
Life Insurance Counsel 
at the Club, 
with representatives 


surance, representatives of the 
Association of 
Thursday 
City, 
Committee on 


met last Jankers’ 
of New York 
af the 
of the 


‘Trusts 
Association, at 


Insurance 
\merican Bankers’ 
an informal luncheon conference. 

Important phases of trust estates and 
their bearing upon life insurance were 
discussed. 

The conference was somewhat unique 
in its method of procedure, and most of 
that it 
about a clarification of the 


those in attendance 
brought 


ject. 


agreed 
sub- 


The presence of so many distinguished 
bankers, lawyers and insurance men at 
the luncheon made a rather impressive 
sivht. Here were gathered together such 
men as C. Rk. Holden, vice-president of 
the Union ‘Trust Co, of Chicag roe ©. G. 
MeDouall, of the Fidelity Union Trust 
Co, of Newark; Edward A. Woods, presi- 


dent of Edward A. Woods Co., Pitts- 
burgh, general agents for the Equitable; 
Frank L. Allen, general counsel of the 
Mutual Life, and George A. Kederich, 


former president of the Life Underwrit- 
ers’ Association of New York, and E. J. 
Sisley of the Travelers. 


It was developed at the meeting that 
lohn J. Reinhard, of Sisley & Brincker- 
hoff, general agents of the Travelers, 
and Leroy A. Mershon, secretary of the 
trust division of the American Bankers’ 
\ssociation, used to meet at luncheon 
occasionally to discuss the possibilities 
of closer co-operation between bankers 
and insurance heads. 








SELL DENVER BUILDING 


The building in Denver erected by the 
Equitable Life Assurance Society in 1891 
at the 


corner of Seventeenth and Stout 
Streets has been sold to Otis & Co., bank 
ang investment house, at a price said. to 


be $2,000,000. In 1910 the Equitable sold 
the building to William Barth of Den- 
ver for $1,300,000. It cost the Society 
$900,000 to build the structure. Van 
Schaack & Co., Denver insurance and 
real estate concern, handled the deal and 
will have charge of the building. 
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Assets 
Liabilities 
Capital and Surplus 
Insurance in Force 
Payments to Policyholders 
‘Total Payments 


JOHN G. 


INCORPORATED 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 


RICHMOND, VIRGINIA 
Issues the most liberal forms of ORDINARY Policies from $1,000.00 to ete pee: 00, 
with premiums payable annually, semi-annually or quarterly, and INDUS 
Policies up to $1,000.00, with premiums payable weekly. 
CONDITION ON DECEMBER 31, 
secekeceteetevuetaahacdens $46, 562,667.40 


euie tue devedesavedueeuades 292,834,191.00 
ERRERMER WEEE AADERERE SK DEMEOE REL ERR naa eS 3,392 
to Pelicyholders Since Organization 


WALKER, 


1925 


39,940,092.25 
6,622,575.15 


,156.76 
39,176,371.91 


President 




















would create a personality of 


of service inaugurated at its birth. 





Springfield, Massachusetts 





Seventy - five Years Ago 


the Massachusetts Mutual Life Insurance Company was organized by 
group of men with unusual foresight. 


strength and 
affairs so as to win and hold the confidence of policyholders. 
During all these years this institution has faithfully maintained the spirit 


To-day it ranks with the 
panies in the country and is known throughout the land as 


The Company of Satisfied Policyholders 
JOSEPH C. BEHAN, Superintendent of Agencies 


Massachusetts Mutual Life Insurance Company 


a 
They conceived an organization that 


friendliness, and conduct its 


best com- 


Organized 1851 











Mr. Reinhard suggested to the Ameri- 
can Bankers’ Association that it enlist 
the aid of the various associations of 
underwriters in the insurance trust plan. 

The insurance interests were well rep- 
resented at the conference. The commit- 
tee of the National Association of Life 
Underwriters to Co-operate with Insur- 
ance Trust Companies (Trust Company 
Division) was composed of Edward A. 
Woods, Graham C. Wells, general agent, 
the Provident Mutual Life of Philadel- 
phia, and John J. Reinhard of Sisley & 
srinckerhoff, New York. 

The National Association of Life Un- 
derwriters was represented by Charles 
A. Foehl, of The Prudential, and George 
A. Kederich, New York Life. 

The legal departments of various in- 
surance companies had representatives in 
attendance with Frederick L. Allen, gen- 
eral counsel of the Mutual Life, as chair- 
man of the Committee on Modes of Life 
Settlement. Others on the Life Counsel 
Committee were A. J. Davis, G. B. 
Young, W. J. Tully, R. C. Dickinson, 
J. S. Conwell and F. F. Brandt. 

The Trust Company Division of the 
American Bankers’ Association was rep- 
resented by Gilbert T. Stephenson, vice- 
president of the Wachovia Bank & 
Trust Co., Raleigh, N. C., and LeRoy A. 


Mershon, secretary. 


PAN-AMERICAN HEALTH 


Leprosy, Shedhbosem oni Other Subjects 
Will Be Discussed at Conference in 
Washington, D. C., in September 

Leprosy, maléria, hookworm, public 
health measures and administration will 
be among the health problems of mutual 
interest to the American republics that 
will be considered at the approaching 
First Pan American Health Conference, 


to be held in Washington, D. C., Sep- 
tember 27, 28 and 29. The United States 
Public Health Service announced, June 


12, a tentative 
ence. 

The conference will be attended by di- 
rectors of health in the various South 
and Central American countries. A call 
was issued last week by Surgeon Gen- 
eral Hugh S. Cumming, of the United 
States Public Health Service, in his ca- 
pacity as director of the Pan American 
Sanitary Bureau. Authorization for the 
call was given at the meeting of the fifth 
Pan American er convention. 


program for the confer- 


BACK FROM WEST 


George T. Wight, manager of the As- 
sociation of Life Insurance Presidents, 
has returned from a Western trip. 


J. P. Grahm Analyzes 
Qualities of Salesmen 


SPEAKER AT HART & EUBANK 
Tells Agents That System, Habit and 
Momentum Are Three Allies 
of an Agent 





James P. Graham, Jr., of Graham & 
Luther, general agents in Brooklyn and 
Long Island for the Aetna Life, ad- 
dressed the staff of the Hart & Eubank 
Agency last Monday morning. His talk 
was inspiring and altogether out of the 
beaten track. 

In his remarks, Mr. Graham pointed 
out that the three allies of a salesman 
are system, habit and momentum. Every 
salesman, he said, has some idea of 
where he will get business but no defi- 
nite system of getting the most from the 
scurce he selects. He urged his hearers 
to get a good list of prospects first, then 
to select some definite policy form such 
as the life income of age 65, as this fits 
almost everyone. With these two assets 
and the determination to make three in- 
terviews a day, or fifteen interviews a 
week, Mr. Graham believes the average 
salesman is better equipped to do busi- 
ness. 

Speaking of habit, the second of the 
salesmen’s allies, Mr. Graham declared 
that unless a person has cultivated the 
thing called habit, it is impossible to 
stick to any system. He quoted the re- 
marks of William James that “Habit 
simplifies the movements required to 
achieve a given result—makes them more 
accurate and diminishes fatigue. The 
great thing, then, is to make our nervous 
system our ally instead of our enemy. 
To fund and capitalize our acquisitions 
and live at ease upon the interest of the 
fund. For this we must make automatic 
and habitual, as early as possible, as 
many useful actions as we can.” 


Success Rules Given 

Mr. Graham made a few constructive 
suggestions for the benefit of the sales- 
men present. He said that the salesman 
should be at his office at 9 o'clock sharp, 
make his calls in the morning, do his 
clerical work after lunch, check his re- 
sults on Saturday, write out his sales 
talk, deliver his policies in person, bind 
the insurance by securing a check with 
the application, fill in his applications 
correctly. and read the insurance books 
and publications. 

Mr. Graham, in discussing the so- 
called third ally, momentum, referred to 
Newton’s law of motion, which is as fol- 
lows: “A body perseveres in a state of 
rest unless compelled to change that 
state by impressed forces. 

“These laws of physics are immuta- 
ble,” said Mr. Graham, “and apply to the 
human body as well as to the inert body. 
They will give you a power that sweeps 
aside obstacles. They will nerve you, 
fortify you, give you what Knox calls 
the conquering spirit. They will bring 
you fame and satisfaction. 





for The Lincoln National Life. 
May 1926 shows a 9.5% 


‘TENNESSEE UNDER WAY 


Organization of the State of Tennessee is going forward in earnest 


¢ increase in Lincoln National Life business 
paid for in Tennessee over May 1925. 


Opportunity beckons in Tennessee. 
Columbia, Clarkesville, Knoxville, Cookeville and Johnson City. 








District Agency openings at 








Lincoln Life Building 
More 














(CINK UP (wir tHe (LINCOLN) 


L. C. EVANS, General Agent 
603-4 Caldwell Building 


“Its Name Indicates Its Character” 


Than $425,000,000 in Force. 








in Tennessee 
Address Either 


Nashville, Tennessee 


Fort Wayne, Indiana 














Pennsylvania 











Provident Mutual 


Life Insurance Company of Philadelphia 


Founded 1865 


Provident agents in their approach have the 
advantage of the national advertising of the 
Company which is striking and original, 


and also of a Direct Mail Campaign. 
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NO MAN NEED EVER DIE : 


“It is amazingly true nowadays that in one sense no man need " 
ever die. His work is one immortal thing that can live after him 2 
and continue to guard and protect and bring life to those he loves . 
—even to great-grandchildren whom he has never known. . 


“The bread-winner who takes out a life insurance policy and i 
guards it as he would guard life itself is doing one of the most i 
unselfish and one of the noblest deeds possible to man. He is de- 
priving himself of certain simple luxuries of the moment so that i 
those he loves may never know want or privation in years to come. 


“Every one of us has probably been impatient at some time or 5. 
other because of the persistent efforts of a life insurance repre- : 
sentative. But I want you to stop for a moment and think with me : p 
of the magnificent task this great body of men is performing. 


“Don’t blame the life insurance man for enthusiasm. He is a 
missionary in the truest sense of the word, battling often against 
the greatest odds and the most cruel misunderstandings. Think 
of him instead as one of the messengers of your immortality—one 
who helps to make your work live forever.” 


Quotation in part from letter to defositors ty John J. Pulleyn, 
President of the Emigrant Industrial Savings Bank of New York 


METROPOLITAN LIFE INSURANCE COMPANY 
Frederick H. Ecker, Vice-President Haley Fiske, President 
































q) 








June 18, 1926 








Page 15 








Can’t Solicit Unions 
Of Single Employer 


RULING OF GROUP CONFERENCE 





Action of Companies Has Sanction of 
New York Insurance Department; 
Why Position Was Taken 
Several complicated questions relative 
to labor unions and associations of labor 
union people have arisen following the 
enactment by New York State of the 

new law regulating group insurance. 

One matter which has interested the 
underwriters is exactly what is meant 
by a labor union. The real function of a 
labor union and the public’s idea of a 
labor union do not always coincide. The 
labor union and the employer are not, 
necessarily, always on different sides of 
the fence. The union may operate in 
various ways to assist the employer, es- 
pecially in promotion of good will, some- 
times through its own organization; 
sometimes through affiliated associations. 
In many corporations employing many 
people there are good fellowship clubs, 
welfare associations, ete., and some of 
these clubs and other workers’ associa- 
tions, including mutual benefit societies 
of the unions, are now being solicited 
for group insurance. 

It has been agreed by the companies 
in the group insurance conference that 
because of the confusion, growing out of 
the extension of the group insurance 
idea, and the definition of what is the 
meaning of the expression, “labor 
union”; and because of the fact that 
group applications have recently been 
solicited from certain workers’ associa- 
tions which might more properly be 
taken out by employers, that, after the 
first of July, no company will write a 
“labor union” policy for group where the 
members of the labor union or associa- 
tion are all employes of the same em- 
ployer. 

The New York insurance superintend- 
ent has given his sanction to this agree- 
ment, 

It is understood that the department’s 
attitude is substantially as follows; 

A fundamental idea of group insur- 
ance is that the employer shall pay part 
of the premium; that any attempt of em- 
ployers to have group insurance in their 
plants without paying anything is inad- 
visable and contrary to the spirit of 
group insurance. The New York Depart- 
ment has always emphasized that the 
employer should pay practically one- 
quarter of the premium. If an employer 
could organize his employes into an as- 
sociation where the employes would pay 
the entire bill it would not constitute 
a group insurance transaction. 





MEETS CARDINALS AT PIER 
William J. Graham Active Figure in 
Reception of Distinguished Church 
Prelates from Abroad 
William J. Graham, second vice-presi- 
(dent of the Equitable, was one of the 
New York men prominent in the reeep- 
tions given to the distinguished cardinals 
who arrived in this country to attend the 
eucharistic congress in Chicago, which 

begins next Sunday. 

As vice-president of the Catholic Club 
of New York City, Mr. Graham went to 
+963 piers to meet the high church digni- 
aries. 


MAKES SURPRISE VISIT 

\ pleasant and agreeable surprise of 
the Spring Conference of the Life In- 
Stirance Research Bureau, which was 
held last week at the Pennsylvania 
Hctel, was the unexpected visit of the 
Honorable Phiroze C. Sethna, general 
Manager of the Sun Life in Bombay, 
India, who was on his way to the home 
office of the company in Montreal. Mr 
Sethna said that “he has been general 
Manager of the Sun Life in India for 
twenty-five years and that his company 
had five times as much insurance there 
as any Inglish life company. 

















MANAGER WANTED 


The metropolitan agency of one of the oldest, low cost 
life companies offers an unusual opportunity to a man 
of proven record and ability to develop the territory 
comprising Brooklyn, Long Island and Queens. : A life- 
time association with every cooperation awaits the 
right man. Answers held in strictest confidence. 





Box 1039 
The Eastern Underwriter 


86 Fulton Street, New York, N. Y. 














$2,000,000 On Oriental Potentate 


A rumor in circulation that a very 
heavy line of life insurance has been 
written on one of the East Indian poten- 
tates, Aga Khan, was corroborated by 
one of the sales executives of the Sun 
Life who was in New York attending 
the convention of the Life Insurance 
Sales Research Bureau. 

The insured, Aga Khan, one of the 
most powerful of Orientals, is the lay 
head of the Mohammedan Church. He 
is a multi-millionaire and while owning 


tremendous estates in India, he is one 
of the best-known of all cosmopolites, 
belonging to the fashionable London- 
Paris-Deauville set. 

Aga Khan spends a great deal of time 
in London and is a popular figure there 
in racing circles, as he owns a large 
stable of horses which are entered in 
the various British track events. He 
has taken out various policies at dif- 
ferent times in the Sun Life and is said 
to be carrying about $2,000,000. 

Aga Khan is about fifty years old. 











panies. 
gain 


16% gain 
ADMITTED ASSETS 





to men of the right calibre. 





Analyzing Success 


CROSS section of the 66th Annual Statement which 
shows, by growth, safety and low net cost, why the 
Guardian ranks as one of the strongest of the strong com- 


NEW BUSINESS, ABOUT 50% 

ihubainepiceied $ 66,857,528.00 “ 
INSURANCE IN FORCE, 

otieicontie 290,912,305.00 


LIABILITIES ................. 


SURPLUS & DIVIDEND FUND, 
13% of Liabilities... 


1926 DIVIDENDS SET ASIDE, ° 
25% increase ............... 


The Guardian is growing more rapidly than most old line 
companies, and in a way that offers unusual opportunities 
For information, write 


T. LOUIS HANSEN, Vice-President 


THE GUARDIAN LIFE INSURANCE COMPANY 
OF AMERICA 


Founded 1860 under the Laws of the State of New York 
50 UNION SQUARE, NEW YORK 


51,866,771.92 
45,836,814.05 


6,029,957.87 


1,983,000.00 























Trifles Don’t Worry 
London, Says Barry 


RAIN COULDN’T SPOIL DERBY 





Metropolitan Official Back From Europe, 
Going As Far As Athens; Ameri- 
cans Are Not Disliked 





James Victor Barry, wit, speaker and 
traveler, and fourth vice-president of the 
Metropolitan Life, is not one of those 
Americans who take a taxicab rather 
than walk a block when it sprinkles, but 
he was considerably surprised on the 
morning of the English Derby to see 
Englishmen leave their hotel in Lon- 
don in a pouring rainstorm bound for 
the track dressed in their whitest spats 
and spickest toppers. That’s the way 
they went by the thousands, not at all 
depressed either by the weather or by 
the fact that it wasn’t easy to get. to 
their destination following readjustment 
of transportation in the wake of the 
general strike. 

“I didn’t go to the race,” said Mr. 
Jarry, who returned to New York on 
the “Aquitania” a few days ago. “How- 
ever, I saw them come back sartorial 
wrecks but in the best of humor. It was 
a lesson in philosophy and_ patience. 
Those Britishers don’t take the small 
discomforts of life so seriously as we do. 
While their spats were a sight, they 
knew that there was a laundry in the 
next block and tailors could press their 
suits. If I were writing an article for 
the American Magazine I could dwell 
quite a bit on this thought. The very 
first day IT got back IT saw a man in New 
York almost break his leg trying to get 
into a train although there was another 
just behind.” 

Found People Courteous 

Mr. Barry was asked if it were true 
that the cold shoulder was now being 
given to Americans abroad. 

“That’s the biggest lot of bunk I have 
heard in a long time,” was his brusque 
comment. “Every one I met was ex- 
ceedingly courteous. So much so that a 
man came up to me in the street in 
Lendon, asked me if I were an Ameri- 
can—(T suppose he noticed my straw hat 
and cigar as IT was not chewing gum)— 
and said IT might be interested to know 
that the Prince of Wales was the cen- 
tral figure in an incident around the cor- 
ner, at which information I thanked 
him, took his advice and saw what was 
to be seen.” 

Knowing the interest of the Metro- 
politan official in public affairs, he was 
asked if he had seen the House of Com- 
mons in session. He said he had, but in 
answer to another query as to whether 
he had been fortunate enough to note 
Lady Astor or some other celebrity in 
action he answered that he had nothing 
exciting to communicate along that line, 
as while he was present a member from 
Leeds and one from Chester were mere- 
lv engaged in a discussion as to the 
hazards to health of lead in white paint. 

“T confess that I would have liked to 
have been present when members ask 
questions of Government officials,” he 
said. “But I missed that interesting fea- 
ture of a House of Commons session.” 

Rapid Fire Comments 

Mr. Barry’s answers to some other 
questions asked by THE EASTERN 
UNDERWRITER reporter follow: 

Athens—“A fascinating city and well 
worth the tourist’s visit. It made an 
American feel that something can be 
imiportant and still be more than ten 
minutes old.” 

Gibraltar—“Of course, IT had insurance 
thoughts when I saw it, being a life in- 
surance man.” ° 

Italy—“No, I can’t tell you anything 
new about Mussolini. It’s all been or is 
being printed.” 

Paris—“I saw the Richmond Blues 
march under the Arc de Triomphe and 
you can tell Joe Button they did nobly.” 

Madrid—“There are more trees in 
Bronxville than I saw in all the parks 


(Continued on Page 16) 
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AGENCY MANAGERS AT GOLF 


T. D. Blair, Pilot Life, Turns in a Lowest 
Gross Score; T. Louis Hansen 
Wins a Blind Handicap 

The the New 
York meeting of the Life Agency Offi- 
cers’ Association last week putin a fine 


agency men attending 


afternoon and evening on Wednesday at 
the Montclair Club, 
where they participated in a golf tourna- 
ment and informal dinner 
forty at the 
played golf. 


Upper Country 


There were 


dinner. A lesser number 


Prizes were the 


ment for the lowest gross score, which 


awarded in tourna- 
was won by T. D. Blair, assistant agency 
manager of the Pilot Life, Greensboro, 
N. C.,, who turned in a score of 78. It 
was learned that he packs a wicked 70 
to 74 for eighteen holes on his local golf 
course. 

T. Louis Hansen, vice-president of the 
Life, the 
score in a blind handicap. His net score 
was an 80. In accepting his trophy—a 
box of golf balls—(a sort of balm for 
the number driven into the lake close by 
the club house), Mr. Hansen assured 
those present that the count was accu- 
rate and claimed no special distinction 
for prowess at wielding the clubs or in- 
genuity in manipulating the number of 
strokes, as he did not keep the score. 

Among others attending the Upper 
Montclair Country Club golf party were 
Oliver Thurman, superintendent, and 
Jay Ream, assistant superintendent of 
agencies, Mutual Senefit; Lawrence 
Bates, field service manager, Mutual 
Benefit; Winslow Russell, vice-president, 
Phoenix Mutual; Hugh D. Hart and G. 


Guardian turned in winning 














Founded: 1867 


350 CONSECUTIVE WEEKS 
OF PRODUCTION 


That is the record of one Equitable Life of Iowa representative due 
to the stimulus of the Company’s “One-A-Week Club’”—a live personally 
conducted organization for practical assistance to agents. 
help of the club there are now twenty-one agents with more than one 
year of uninterrupted weekly production, seven agents with records of 
longer than two years, five with more than four years, four with over 
six years, and one man recently passed the seven-year mark. 

In 1925, there were 114 Equitable Life of Iowa agents who qualified 
for membership in the One-A-Week Club. 
recognize the value of the Company’s many practical sales helps. 


_ Good agency openings now available 
Write to Agency Department for information 


EQUITABLE LIFE 
INSURANCE COMPANY 
OF IOWA 


Through the 


Equitable Life of Iowa agents 


Home Office: Des Moines 














bert A. Drieu, assistant superintendents 
of agencies, Connnecticut General; Wm. 
P. Worthington, agency secretary, Ches- 
ier H. Ross, agency supervisor, Conti- 


nental Life, Delaware; Messrs. Reany, 
McCutcheon and Sommerville, Mutual 
Life Assurance, Canada; A. N. Mitchell, 


assistant general manager, Canada Life; 
Walter D. Cross, assistant manager of 
avencies, Provident Mutual; Ralph Price, 
agency secretary, Jefferson Standard 
Life; W. L. Hadley, secretary, THE 
EASTERN UNbERWRITER; Glover S. Hast- 
ings, superintendent, and Charles F. Col- 


lins, assistant superintendent of agen- 
cies, New England Mutual Life; John 
Marshall Holcombe, Gilson Terriberry 


and S. G. Dickinson, Life Insurance Sales 
Research Bureau. 

At the dinner in the evening Mr. Hol- 
comb introduced Hugh D. Hart, who 


ROSENFELD WRITES BIG GROUP 


Guaranty Trust Co. Insurance of 
$6,000,000; Foreign Employes Have 
Chance to Participate 

Henry L. Rosenfeld, manager of The 
Prudential, 46 Cedar Street, has written 
one of the largest per capita group poli- 
cies in the history of The Prudential. It 
covers employes of the Guaranty Trust 
The 
policy also covers accidental death and 
dismemberment feature, which is a grow- 
ing angle to group insurance. There are 
more than 2,100 employes (close to 90%) 
who avail themselves of the contributory 
plan. 


Co, and its subsidiary corporations. 


The foreign employes of the vari- 
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APPOINTED GENERAL AGENT 





E. R. Harrison, Formerly with Frage, 
Agency, Made General Agent 
for Atlantic Life 
The Atlantic Life announces the ap. 
pointment of Edmund Randolph Hapryj- 
son as general agent at Winston-Salem 
N. C. In addition to that city, his ter. 
ritory includes eleven outlying counties 
in one of which is the city of Greens. 
boro, N. C. Mr. Harrison was formerly 
with the Fraser agency of the Conneeti- 
cut Mutual, in New York. Previously he 
sold insurance for the Phoenix Mutual 
in Hartford. He is a graduate of the 
New York University school of life jn- 
surance salesmanship, and is a son of 
William H. Harrison, superintendent of 
agencies for the Atlantic Life, who was 
formerly assistant superintendent of 
agencies for the Connecticut Mutual. 
As a boy he worked in the Louisville 
office of his father when the latter was 
general agent there for the Connecticut 
Mutual. His appointment as general 
agent, at Winston-Salem, practically 
completes the Atlantic Life’s organiza- 
tion in that state. Under its plan of in- 
tensive development, the company is 
meeting with much success in North 
Carolina. Last year it paid for approxi- 
mately four million of business in the 
state and it is hoping to do even better 

this year. 


J. V. Barry Back 


(Continued from Page 15) 
and prados of this very interesting city.” 
Sardinia—‘Look it up in Baedeker and 
write your own story.” 
Mr. Barry returned on the “Aquitania” 
and 


( ugh | ink: Nisin ta in tite 0 one of his fellow passengers was 
x Kubank, Aetna Life, New York; Har-  acied as toastmaster and presented the = a jee il dalled i — Richard M. Bissell, president of the 
ry Gardiner, John Hancock, New York; trophies to the winners of the golf tour- "ty to come in under the plan. The in- Hartford Fire and Hartford Accident & 
George C, Capen, Russell EF. Larkin, Al nament. surance is close to $6,000,000. Indemnity. 
_ 








Here 
greater 





is the architect’s conception of the 
Union Central Home Office building, 


‘Twenty 


generations! 














when the proposed annex to the present sky- 
scraper is finally completed. Eight stories of 
the annex are to be erected at once. The 
complete plant is estimated to take care of 
the company’s growth for the next 75 years. 


The Union Central Life Insurance Company 


More Than One Billion, 215 Millions of Insurance in Force 


AN ‘AGENTS COMPANY’—WHY? 


and thirty year service records are common among 
Union Central men. 


One western Agency has been in the same family for three 
A southern General Agent, after 30 years with the 
Union Central, wrote: 
me than its contract.” 


Keeping abreast of the times, the Union Central today offers 
more and better helps to agents than ever in its history. Always a 
great low net cost company, its policy forms are liberal and attrac- 
tive; it maintains a Policyholders Division for the service of its 
clients and a Service Bureau for the conservation of business and to 
provide its agents with a constant supply of prospects. 


Cincinnati, Ohio 








“The company has always been better to 
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Connecticut Ass’n 
To Help Service Men 


WAR RISK LIMIT IS EXTENDED 
Letter of President of Life Underwriters 
Written to Directors of United 
States Veterans’ Bureau 





The Connecticut Life Underwriters’ 
Association will, so its president says, 
offer to all ex-service men the benefit 
of its counsel and service in converting 
their war risk insurance the time limit 
of which has just been extended to July 
2, 1927. This announcement was made 
last week by Major Thomas J. Bannigan, 
regional director of the United States 
Veterans’ Bureau, who received word 
from Washington to that effect. 

The letter which is signed by Edward 
S. Duton, president of the Connecticut 
Life Underwriters’ Association, is in part 
as follows: ; 

“It gives me great pleasure to advise 
you that any member of the Connecticut 
Life Underwriters’ Association will be 
very glad to give his service to war vet- 
erans in connection with the conversion 
of their government insurance, which 
they must do shortly. 

“T beg the privilege of urging every 
man who can do so to convert his in- 
surance as soon as possible, and to state 
that there is no form of life insurance 
with the provisions of up-to-date life in- 
surance at lower rates than government 
insurance, and there is no safer insur- 
ance. Besides, such insurance is exempt 
from all forms of taxation and claims of 
creditors. 

“T shall be very glad if you will give 
this communication as widespread publi- 
cation as possible, because the members 
of the life underwriters’ associations 
throughout the country, and I believe | 
can safely say that life insurance men 
who are not members of our particular 
National Life Underwriters’ Association, 
will be very glad to give ex-service men 
all the assistance they can in this con- 
nection.” 

Major Bannigan reminds ex-service 
men that they will be doing themselves 
and their dependents a grave injustice if 
they neglect this opportunity to reinstate 
their insurance. This in spite of the new 
legislation that has been effected permit- 
ting all veterans further time to renew 
or convert their government insurance. 

The forms of insurance for reinstate- 
ment or conversion, under the War Risk 
Insurance privileges, include ordinary 
life, twenty payment life, thirty payment 
life, twenty year endowment, thirty year 
endowment and endowment at the age 
of 62. 


MADE GENERAL AGENT 
“Jack” Warschauer, Formerly With Joe 
Bookstaver, Joins Brooklyn 
Nationol Life 
“Jack” Warschauer, formerly a mem- 
ber of the Joseph D. Bookstaver agency, 
New York, was recently appointed gen- 
eral agent for the Brooklyn Life. Since 
May 1, he has been established in new 
quarters in the Court-Remsen Building 
at 26 Court street, Brooklyn. Mr. War- 
schauer has in that short time built up 
an agency staff of. twenty men and is 

planning to build a real organization. 

Mr. Warschauer started with the 
Bookstaver Agency in 1924. He finished 
sixth that year in an organization of 800 
men. In the following year, 1925, it was 
second in production. He attributes his 
success in selling life insurance to the 
fact that he believes in selling a policy 
with a purpose, so that most of the poli- 
cies he has sold have some sort of trust 
agreement coupled with them. He makes 
i his business to keep in touch with his 
client regularly even after the policy has 
been placed, 

It is Mr. Warschauer’s opinion that 
the Brooklyn National Life is showing 
astonishing growth, and that it will soon 


be a household word amongst the resi- 
dents of Brooklyn. 








Any natural death 
Any accidental death 
Certain accidental deaths 


Life “Policy You Can Sell.” 


Concord, New Hampshire 











Your Prospect’s Future 
Is The Same As Your Own 


When you line him up for the policy he wants, and the policy he needs, 
you have made a staunch friend, and contented customers mean repeat 
orders in insurance as well as other lines of business. 


Accident Benefits $50 per WEEK 


(Non-cancellable) 
Also Disability Income. Waiver of Premiums, etc. 


ALL IN ONE POLICY 


You can see how worthy such a contract is in the hands of a progres- 
sive agent and we invite you to give serious consideration to the United 


There may be an opportunity in your town. Our Vice President, Eugene 
E. Reed, will tell you all about it. Write him direct—and directly. 


UNITED LIFE 
and ACCIDENT INSURANCE COMPANY 


Sell this contract: 


INQUIRE 





























INSURANCE EXAMINER MOVES 

Harry Braverman, chief examiner of 
the New Jersey State Department of 
Banking and Insurance, formerly located 
at 79) Broad Street, Newark, has leased 
larger quarters in the new Industrial 
building at 1060 Broad Street. 


FRANK DEIS A SUICIDE 
Frank Deis, an agent for The Pruden- 
tial, at Denver, committed suicide by 
hanging last week. III health of his wife 
and financial troubles are said to have 
been the impelling motive. 


JOINS GRAHAM & LUTHER 


Clinton H. Heard, well-known insur- 
ance broker, sportsman and clubman, 
whose office for the past seven years 
has been located in New York City, has 
joined Graham & Luther, general agents 
for the Aetna Life in Brooklyn and Long 
Island. Mr. Heard will be a good addi- 
tion to the new agency. 


W. R. BRIGGS DEAD 
W. R. Briggs, Los Angeles branch 
manager of the Aetna Life and Affiliated 
Companies, died of acute indigestion in 
Cy lifornia recently. 








Connecticut General News 
Hartford, Conn. 





Demand For Annuities 
Triples in Two Years 


The Life Annuity is the one certain 
method of making life provision for 


dependents. 


To elderly people, the annuity means 
increased income and additional security. 


We are selling three times as many 


annuities as in 1924. 
crease Your Income 


For booklet, ‘“In- 


and Make It More 


Secure,” containing rates, write Con 
necticut General Life Insurance Com- 


pany, Hartford, Conn. 














PARET AGENCY MEETING 





Newark and New Brunswick Offices Get 
Inspiration from Stars in 
Agency Contest 
Starting on the last lap of its agency 
drive, a joint meeting of the Newark 
and New Brunswick offices of the Louis 
Paret Agency, Provident Mutual in New 
Jersey, was held last week in Newark. 
lhose present included Henry H. Baid- 
ler, associate general agent in Newark, 
who was elected this week president of 
the Newark Life Underwriters Associa- 
tion; Graham C. Wells, general agent of 
the company in New York; Louis Paret, 
general agent of the company in New 
Jersey, and Edward W. Marshall, asso- 

ciate actuary of the company. 

Mr. Wells gave a sales talk, making 
several suggestions as to how a man can 
increase his production in the last lap 
of an agency contest. One suggestion 
was that each man should convert just 
as many of the term policies on his books 
as possible. Mr. Wells also urged that 
the lines of old policyholders be in- 
creased by rounding out their programs. 
Among other things he said that agents 
should never overlook their clients as a 
source for new leads. 

Mr. Marshall, who is known in the 
Provident Mutual as the father of its 
disability clause, spoke on-how to use 
this clause as a sales stimulant. He gave 
an account of a number of unusual dis- 
ability claims made since the clause has 
been effective, showing the actual serv- 
ice value of the clause. 

The chief appeal made by Mr. Paret 
was to pep up the agency so as to reach 
the million dollar mark set as its goal in 
the drive. “I am sure,” he said, “that 
the northern branch will do its part in 
reaching this goal both in honor of the 
New Jersey agency and President Asa S. 
Wing, this being president’s month in 
the Provident Mutual.” 

ENTERS NEW JERSEY 
Peoria Life Granted a License; Com- 
pany Has Assets of More Than 
$11,000,000; Highly Regarded 

Edward Maxson, Commissioner of 
Banking and Insurance of the State of 
New Jersey, has granted a license to 
the Peoria Life to do business in the 
state. The statement of the company for 
the year ending December 31, 1925, 
showed admitted assets of $11,110,294. 

The company is enterprising and 
stands well in all the states where it is 
entered. 

ANNUAL ATHLETIC MEET 

James F. Connolly won the all round 
championship for men, and Miss Ma- 
rictta Ceres carried off the girls’ all 
round championship, at the sixteenth an- 
nual athletic meet of the Prudential Ath- 
letic Association, which was held on Fri- 
day, June 11, at Weequahic Park, New- 
ark, N. J. Frederick A: Boyle, one of 
the vice-presidents of the company, act- 
ed as referee. 

TO SPEAK AT CONVENTION 

At the twenty-seventh convention of 
the Connecticut Chamber of Commerce 
at the Hotel Griswold, Eastern Point, 
Conn., on Wednesday next, William Bro- 
smith, vice-president of the Travelers, 
will outline various ways in which a 
chamber of commerce can render help- 
ful service along insurance lines. 


M. T. HAZEN CHOSEN DIRECTOR 

Maynard T. Hazen, vice-president and 
counsellor of the United States Security 
Trust Co., of Hartford, was elected a di- 
rector of the Phoenix Mutual Life this 
week by the board of directors, to fill 
a vacancy caused by the death of Atwood 
Collins. 





RECEIVER APPOINTED 
Commissioner Button has been ap- 
pointed receiver for the Virginia assets 
of the Provident Relief Association of 
Washington, D. C. 
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WERE AGENTS ON THE JOB? 


Considerable comment is being heard 





in underwriting circles because Lowell 


insurance agents were not successful in 
inducing the largest department store in 
that city to install sprinklers in the 
building. It is now too late, as the store 
burned with a loss running up over 
$1,000,000 


of this nature can perform a real service 


Local agents controlling lines 


to their city by helping the fire chiefs 
put over the sprinkler idea. 

WORLD LEADERS ON BRITISH 

BOARDS 

It would interest the average American 
to take a glance at the names of men 
on the boards of the leading fire insur- 
ance companies in Great Britain. He 
would be amazed at their distinction. 
While many are 
are others who have made an indelible 


leaders in finance there 


impress on statesmanship, science, dis- 
covery and other walks of life where 
mere dollars is not the paramount re- 
quisite for recognition. 

A recent instance of the broad scope 
of activity among these board members 
is the case of the Marquis of Reading, 
former viceroy of India, British high 
commissioner here during the war and 
before that holding other important of- 
fices in the gift of the Empire. Lord 
Reading has taken his seat as a member 
of the London & Lancashire board. He 
is not only one of the greatest of mod- 
ern lawyers, but a most illustrious states- 
man as well as a remarkably astute 


financier. 


THE LATE F. W. OFFENHAUSER 

Fred W. Offenhauser, who died a few 
days ago, was one of those small town 
agents who enter into the spirit of busi 
ness associations and become leaders. 
\t heart, they have a love for their voca 
tion and feel that there is an affectionate 
bond between them and others whose 
daily work is much the same. Thus, fre- 
quently, they exert a considerable influ- 
ence. 

Mr. Offenhauser, who lived in a small 
border city, with Texas on one side and 
Arkansas on the other side of a street, 
was a familiar figure at conventions of 
the National 
Agents for years. 


Association of Insurance 
While he was not 
one of the original members of the asso- 
ciation, he came into the organization at 
a@ very early stage. He felt that the 
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association had a future and he was will- 
ing to take a chance and cast his for- 
tunes with it. As a consequence of his 
courage and foresight he was one of the 
men who came in line to be president of 
the association in the earlier years. He 
was chosen for this office at Richmond 
in 1907, serving until the following con- 
vention at St. Paul in 1908. 

During his term Offen 
hauser’s contribution to the work of the 


President 


association was a trip through the south 
with Secretary Putnam for the purpose 
of cementing the interest of the South- 
erm States in the work of the National 
\ssociation. This was the first effort of 
this kind and proved very successful in- 
asmuch as the state associations in the 
south since that date have been strong 
adherents of the national movement. 
Mr. Offenhauser was also the first of 
the National 
call attention to the need for qualified 


Association presidents to 


local agents, and suggested a plan of co- 
operation with the Credit Men’s Asso- 
ciation which resulted in the appoint- 
ment of a committee of the association 
to confer with the Credit Men’s Associa- 
tion. Out of this grew the National As 
sociation movement for a license law re 
quiring that agents in order to receive 
a license muct hold themselves out in 
good faith as local agents. The law has 
since been adopted in many states, and 
is the basis of all later qualification laws. 

red Offenhauser, though a small man 
physically, had a big heart and was a 
big man in his own home city where he 
was a pioneer in the insurance business 
and developed a large agency on both 
sides of the Texas-Arkansas state line. 
The Offenhauser agency of Texarkana is 
known all over the Southwest. 


Joseph R. Grundy, president of the 
Pennsylvania Manufacturers’ Association, 
and also head of the compensation in- 
surance company run under the auspices 
of that association, figured extensively in 
the daily papers during the past week or 
so, following the testimony in Washing- 
ton as to the amount of money spent 
in the recent senatorial primary in Penn- 
sylvania. Mr. Grundy, who was principal 
backer in the George Wharton Pepper 
campaign for renomination as United 
States senator, and who also supported 
Fisher for governor against Beidleman, 
testified that he had given to the Pepper- 
Fisher fund, directly or indirectly, more 
than $400,000. 


BUYS CLEVELAND LIFE 
Sun Life of Canada Takes Over Ameri- 
cin Company, Which Has $$37,000,000 
Insurance in Force 

The Sun Life of Canada has bought 
the Cleveland Life of Cleveland, O., the 
president of which is William H. Hunt, 
and which has $37,000,000 in force. 

It is understood American sharehold- 
ers will receive $330 a share for the 
stock 

The Sun Life will have a Cleveland 
board to co-operate with it in its in- 
vestment and insurance program = in 
Ohio, and Mr. Hunt will be chairman 
of this board. 


MAY START LIFE COMPANY 

It is reported that E. G. Trimble, presi- 
dent of*the Employers Indemnity of 
Kansas City, will shortly either buy or 
organize a life insurance company which 
is to take over the accident and health 
lines of the parent company. Mr. Trim 
ble recently organized the Central Sure- 
ty & Insurance Corporation, following 
the retirement of the Employers Indem- 
nity from the direct writing field to spe- 
cialize in reinsurance. 


————$$—$$—_ 








The Human Side of Insurance 






































Harry Gardiner 


Grantland Rice, famous sports writer 
of the “Herald-Tribune” syndicate, and 
also editor of a golfers’ paper, could fill 
up his magazine any month without any 
additional material if he were to print 
all the details of golf tournaments in 
which insurance men are participating. 
Golf has taken full possession of the rec- 
reation moments of many of the leading 
insurance men of the country. Among 
the latest victims is the membership of 
the Life Insurance Sales Research 
Bureau which last week held a tourna- 
ment at the Upper Montclair Country 
Club in New Jersey. The life insurance 
sales managers (who are the chief 
speakers at the Bureau meetings), had as 
their guests some important general 
agents of this city, and three of them 
who were snapped on the links for The 
Kastern Underwriter are Harry Gard- 
iner, manager of the John Hancock; 
Hugh D. Hart and Gerald A. Eubank, 
of Hart & Eubank, general agents Aetna 
Life, this city. 

wen 


Franklin W. Fort of Newark, United 
States manager of the Baltica, vice- 
president of the New Jersey Fire and 
secretary of the Eagle Fire of Newark, 
was recently elected to Congress and 
made his initial speech before that body. 
That it was a remarkable speech is indi- 
cated by the following comments made 
in reference to it by Clinton W. Gilbert, 
Washington correspondent of the New 
York Evening Post: 

“No speech, no_ speaker, Nicholas 
Longworth said, had in his time had so 
much effect in the House as the one 
made by Franklin W. Fort of New Jer- 
sey on the opening day of the debate on 
the Haugen farm bill. Mr. Fort was put 
forward to answer Congressman Haug- 
en’s argument for the bill. Mr. Fort is 
a member of the House Committee on 
Agriculture and he is a banker. The 
Haugen bill is a measure for financing 
the farmer’s disposal of his surplus 
crops. As a finance bill, it was up Mr. 
Fort’s street as a banker. As a member 
of the Agriculture Committee, he had 
studied it. He was thus the best quali- 


fied man in the House to analyze it de- 
So the unusual thing hap- 
member—he’s forty-six 


structively. 


pened. A young 





Gerald Eubank 


Hugh D. Hart 


—in his first term in the House was put 
foowsnd to make the chief speech against 
the bill. That’s the kind of thing that 
does not happen except in the story 
books. And Mr. Fort’s everlasting fame 
is made, so far as Congress is concerned. 

“You swig to go back a long way for 
a case like it. The only one which oc- 
curs to my iad was the speech Sargent 
S. Prentiss of Mississippi made in the 
contest over his seat back in the days 
before the war. That was so remarkable 
a speech by a young and unknown man 
that the gods of the Senate, Webster 
and Clay, came over to the House to 
listen to it. But Mr. Prentiss was a 
great orator. Mr. Fort is not an orator 
at all, but a very simple speaker, a busi- 
ness man, with an experience at the bar 
which gives him a little readiness on his 
feet that business men usually lack and 
a knowledge of his subject which Con- 
gressmen usually do not have. 

“They § gave Mr. Fort an hour to speak 
against ie bill. When his hour was up 
the House demanded that he go on. 
And when his second hour was up the 
House wanted to hear more. So_ he 
talked, in all, two hours and a half. And 
when he had finished, Eastern members 
who were hesitating on the Haugen bill 
were convinced against it and a good 
many Southern members had decided 
not to vote for it.” 

* * 


C. R. Perkins, assistant manager of 
the North British & Mercantile, accom- 
panied by Mrs. Perkins, are on a SIX 
weeks’ trip to San Francisco by water 
and back again through the [Panama 
Canal. Last week Mr. Perkins’ asso- 
ciates in the middle department of the 
North British presented him with a 
handsome eight-day traveling clock. 
General Agent Percy Ling made the 
presentation. 

* ok Ok 


Lee J. Wolfe, of S. H. & L. J. Wolfe, 
consulting actuaries, has returned from 
Europe. Mr. Wolfe and his brother, 
(Gseneral Wolfe, recently figured promi- 
nently in the insurance newspapers by 
reason of being intermediaries in the 
sale of the control of several insurance 
companies, 
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FIRE INSURANCE 











$1,500,000 Lowell Loss; 
Store Unsprinklered 


FIRE GAINED QUICK HEADWAY 





Fire Chief and State Marshal Had 
Sounded Warning That Sprinklers 
Should Have Been Installed 





There were quite a number of features 
in the $1,500,000 fire at Lowell, Mass., a 
few days ago, which burned the A. G. 
Pollard Co.’s store, the largest depart- 
ment store in the city, and the Masonic 
Temple which adjoined the store. Sec- 
retary Pollard estimates the loss on 
stock alone as $1,000,000. 

Before the firemen had time to run a 
single line of hose into the department 
store, the entire basement was a mass 
of lames. The fire raced with great 
speed through the entire basement store 
and within five minutes flames were 
shooting from every window in the upper 
stories of the five floor building. Fire- 
men smashed doors and windows but 
the flames were so hot they were driven 
across the street. It was necessary for 
the hose men to wrap blankets and coats 
around their heads. 


Warned About Sprinklers in Vain 

Fire Chief Saunders declared the fire 
would not have been so disastrous if 
the officials of the company had _ fol- 
lowed his advice to have automatic 
sprinklers installed in the store. He 
told a reporter for the “Boston Herald” 
that he had informed the Pollard people 
upon a number of occasions during the 
past twelve months of what might hap- 
pen as a result of that neglect. State 
Fire Marshal George C. Neal also com- 
mented caustically on the fact that the 
store did not have sprinklers. He said 
in part: 

“{[ made an exhaustive study of the 
fire hazard sections of Lowell some 
years ago and recommended that sprink- 
lers and other devices be installed, but 
my recommendations were never acted 
on 

“The mayor and other city officials 
were cognizant of my report but did or 
could do nothing. Bills introduced into 
the legislature making fire prevention 
compulsory were turned down. 

“These installations cost considerable 
money and many people prefer to take 
the chances of fire menaces rather than 
spend the money. If sprinklers and other 
fire prevention means are not introduced 
there are bound, some time, to be fires 
in the fire hazard sections of our cities. 
As matters stand today, under the law 
my power is limited fo recommendations. 
I have no power to enforce there recom- 
mendations.” 





PALMETTO SECURES WRIT 

The Palmetto Fire this week secured 
an aliernative writ of mandamus to com- 
pel Superintendent of Insurance James 
A. Beha of New York to issue a license 
to the Palmetto to do fire insurance in 
this state. Superintendent Beha will 
have twenty days after the signing of 
the order to decide whether he will ap- 
peal or try the case on the facts. Su- 
Preme Court Justice Pierce H. Russell 
gave the writ at Troy on Tuesday. The 
writ of mandamus was sought because 
a renewal of the fire license of the com- 
pany was refused when it expired on 
April 30, because of the company’s con- 
nection with the Chrysler automobile in- 
surance controversy. 





CONNECTICUT APPOINTMENTS 
O. H. Roberts was appointed local 
agent tor the Connecticut Fire at Nor- 
‘man, Okla.; J. E. Larrabee for the same 


company at Hitchcock; John L. Ald- 
ridge, at Blair, 


N. Y. Board Resolutions 
About E. R. Kennedy 


MEMBER OF BOARD 46 YEARS 
Man of Outstanding Business Ethics and 
of Large Influence; Was Once 
Board’s President 
The committee of the New York 
board to which was referred the prep- 
aration of a memorial resolution respect- 
ing E. R. Kennedy for forty-six years 
a member of the board and its former 
president, has made its report through 
Wallace Reid, chairman, other members 
of the committee being W. Mackintosh 
and A. G. Martin. The resolution in 

part follows: 

“Born in Hartford, Conn., he settled 
early in life in Brooklyn, and was, for 
a long period of years an outstanding 
figure in public affairs there as well as 
in the insurance business in New York 
City. 

“Elected to the Board on October 16, 
1878, he was a member of the Commit- 
tee on Surveys during 1884, the Commit- 
tee on Laws and Legislation from 1885 
to 1891 and again from 1894 to 1901, be- 
ing chairman of this important commit- 
tee from 1888 to 1891; in 1890 he was 
elected vice-president of the board, serv- 
ing in that capacity during the two years 
1890 and 1891, being then elected to 
president, in which capacity he served 
the board during the years 1892 and 1893. 

“Tt was during his administration as 
chairman of the Committee on Laws and 
Legislature that the first Standard fire 
insurance policy was drafted and ap- 
proved by the Legislature of the State 
of New York; for this achievement he 
will long be remembered. 

“A man of outstanding business ethics, 
his influence, to a large degree, respon- 
sible for the high standing of the in- 
surance firm of which he was a member 
for so many years. His uniform geni- 
ality, courtesy and amiability won for 
him many friends, and his gifts were par- 
ticularly helpful to the insurance frater- 
nity in that they enabled him to tact- 
fully and gracefully present its side of 
insurance problems to legislators and 
legislative committees. With Mr. Ken- 
nedy has passed from our midst a fig- 
ure that was prominent in the insurance 
business for many years and the mem- 
bers of the New York board mourn his 
loss.” 





BIG ONE DAY DRIVE 

Michigan will seek to attain its quota 
of 711 in the nation-wide membership 
campaign of the National Association 
of Insurance Agents by means of a sin- 
gle day’s intensive solicitation, according 
to plans. announced by Lee Dudley, 
chairman of the membership committee 
for the drive. Over 200 members will 
be enlisted, it is hoped. 


UNDERWATER 





LIVESTOCK INSURANCE 
Will Be Investigated by Bureau of 
Agricultural Economics; Also Studies 
of Hail and Crop Under Way 

An investigation of livestock insur- 
ance in the United States has been un- 
dertaken by the Bureau of Agricultural 
Economics, it was announced at the De- 
partment of Agriculture June 14. 

Information on hail insurance, fire 
losses on farms, and general crop insur- 
ance also will be brought up-to-date by 
studies now under way. 

The hail insurance study will include 
policies written by joint stock fire insur- 
ance companies, mutual hail companies, 
and State hail insurance funds. 


THE CUBAN LOSS 
Reasons for Declination of Chemical 
Line By Whitner and Neidlinger 
Office Was Low Rate 
In its story about the loss of the Am- 
crican Chemical Co., near Havana, print- 
ed last week in The Eastern Underwriter 
the point was not made clearly that the 
reasons the Whitner and Neidlinger of- 
hices were not on the risk was because of 
the rate. The Eastern Underwriter has 
been informed by both offices that it was 
the low rate alone which was responsible 
for their companies not being on the risk. 


ADS IN AUTO CLUB PAPER 

Advertising in the “enemy's own me- 
dium,” the official organ of the Lansing 
Automobile Association known as the 
“Lansing Motorist,” the Lansing Fire & 
Casualty Underwriters’ Association ap- 
pears to be getting in some telling blows 
in its fight against the auto club’s recip- 
rocal insurance service. Although no di- 
rect attacks have been made as _ yet 
against reciprocals in general or the au- 
to associations in particular in the first 
two “ads” appearing, the inference is 
cleverly given that there.is no safer form 
of auto insurance than that offered by 
stock companies and that there are many 
less safe forms. 


SETTING A FAST PACE 

Elmer A. Lord & Co., who have rep- 
resented the Lonfon Guarantee & Acci- 
dent continuously for more than thirty 
years in Massachusetts, are setting such 
a fast pace in the company’s drive for 
“Gold Guarantee Automobile Insurance” 
these days that it was even a hard job 
for W. Mark Noble, Jr., its agent at 
Newton Centre, to obtain a ten day res- 
pite from business to get married. The 
agency has set its goal for $100,000 more 
business by July 4th. 


LARGE HAIL WRITINGS 

Oklahoma is experiencing the largest 
premium year in hail insurance in its 
history, a survey of several hail insur- 
ance underwriters of the state reveals. 
Crops are splendid, price is fair and 
farms generally throughout the south- 
west district are in far better shape 
than ever before, one district manager 
observed. The big volume is as usual, 
written on wheat. The weather has been 
ideal for this product. 








J. A. KELSEY, General Agent 





Established 1879 


The Tokio Marine & Fire Ins. Co., Ltd. 


United States Fire Branch: 45 John Street, New York 


U. S. Statement December 31, 1925 





GEORGE Z. DAY, Ass't General Agent 





ASSETS : ‘ $7,400,761.92 
PREMIUM RESERVE 1,799,563.19 
OTHER LIABILITIES F 763,725.88 
NET SURPLUS , ‘ , . . 4,837,472.85 
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ENDERLY’S COMPANIES 


Will Represent Only Insur-nce Company 
of North America and Affiliated 
Companies 

Charles F. Enderly will hereafter rep- 
resent only the Insurance Company of 
North America and its affiliated compa- 
nies in his capacity of manager of the 
brokerage service departments of those 
companies. In addition to the Insurance 
Company of North America they are the 
Alliance, Philadelphia Fire & Marine, 
and the National Security. 


N. Y. BLUE GOOSE TO MEET 





Annual Gathering Monday at Drug & 
Chemical Club; Dinner, Initiations 
and Entertainment 
The annual meeting of New York City 
Pond of the Ancient and Honorable Or- 
der of the Blue Goose will be held at 
the new Drug and Chemical Club on 
Monday evening, June 21. Hervey IL 
Drake, former attorney for the New 
York Insurance Department, will be the 
speaker at a dinner to be held preceding 
the meeting and will discuss a topic of 
vital interest to the fire insurance fra 
ternity. The ceremonies will be in the 
capable hands of “W. Va.” Keeler as 
toastmaster and unexcelled entertain- 

ment provided. 

Following the meeting the initiation 
ceremonies will be conducted and Gan- 
ders are requested to submit the appli- 
cations of Goslings prior to the meeting. 
As accommodations are limited those 
planning on attending should send re- 
mittance of $2.50 to Wielder F. J. Breen 
at 85 John Street not later than June 19. 


RE-RATING MICHIGAN CITIES 

Re-rating now in progress or in im- 
mediate prospect in Michigan may re- 
sult in lowered classifications for three 
state cities, according to William E. 
Goodman, chief state rater. It appears 
probable at this time, according to Mr. 
Goodman, that Saginaw, Bay City, and 
Muskegon will all be advanced from 
Class 3 to Class 24%. The two first- 
named cities are now being re-rated and 
Muskegon is scheduled for an early visit 
by Michigan Inspection Bureau re- 
raters who work under supervision of 
the state rating division. Kalamazoo is 
also being re-rated at this time but its 


classification will probably remain at 
present, Class 2. Both Bay City and 
Kalamazoo have had bad fire records 


recently, Bay City’s bad experience being 
mostly confined to 1925 while the Celery 
City has been hard hit since the first 
of this year. Agents and field men be- 
lieve that the rates will not actually be 
reduced in Bay City despite the probabil- 
ity of an improved classification. Mus- 
kegon has had a good record, of late 
years, while Saginaw’s showing has been 
fair. 


BIG BLANKET COVER 

The Undewriters’ Report of San Fran- 
cisco says in its current issue: 

“One of the largest individual insur- 
ance deals in the history of Los Angeles 
will be consummated some time during 
the next two weeks, when the announce- 
ment of the successful bid for ‘blanket’ 
insurance on property controlled by the 
Los Angeles department of water and 
power is made by the board of commis- 
sioners. The property extends from San 
Pedro to Bishop, Calif., and is valued 
roughly at $112,000,000, with an insurable 
value of from $20,000,000 to $30,000,000. 
Insurance now in force totals $1,000,000.” 


MADE BINDING AGENT 
Wallace Reid, prominent New York 
agent, has been appointed country-wide 


binding agent for the American Insur- 
ance Co. of Newark. 
The Chicago Fire & Marine has 


opened a San Francisco department in 
charge of A. C. Olvs. 
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Stabler, who is comptroller of the Met- 
ropolitan Life in charge of real estate, 
is also director of the bifth Avenue As 
sociation. 


Why Committee Was Appointed 

In discussing reasons for the appoint- 
ment of the committee, Mayor Walker 
said in part: 

“Soon after the inception of the new 
administration | suggested the formation 
of a non-partisan committee to make a 
survey of the City of New York and 
plans for its future needs. The sug 
gestion met with approval. Since that 
time I have inviting cooperation 
from various civic, professional and com 
mercial organizations as | have had oc 
casion to address them. The response 
has been most gratifying and I am now 
able to announce the appointment of a 
large general committee for this pur 
pose, to be known as the City Planning 
and Survey Committee. This is the first 
time that such a body has been organ 
ized under official auspices, 

“As the weeks passed since I took of- 
fice and | had an opportunity at first 
hand to meet the great problems con- 
fronting the administration of the city, 
| have appreciated the more the neces- 
ity for the organization of such a body 
that would be representative of every 
phase of activity in our community of 
more than six million residents. The 
help which such a committee can give 
to the officers of the City of New York 
constantly becomes more apparent. The 
vast extent of territory included within 
the city and the numerous” problems 
arising from the needs of housing, of 
feeding the people, of business and 
manufacturing, as well as of health and 
recreation, make the tasks of those as- 
signed to the seat of government in the 
City Hall almost insuperable without the 


been 


cordial and helpful advice of the citi- 
zens. 
Has Wide Representation 


“To the end that the various commu- 
nities in the city may have a voice and 
may mect and cooperate, invitations were 
sent to the leaders of associations rep- 
resenting community needs to serve on 
the committee. In like manner those 
active in the:various leading industries 
were asked to serve. The formal or 
vanizations of business men were also 
recognized, as well as the professional 
and = engineering Men and 
women prominent in philanthropic serv- 
ice and civic work were invited.” 


socicties. 


H. J. ERNST KILLED 

Henry J. Ernst, 72 years old, one of 
Western New York’s best known insur- 
ance men, was instantly killed when 
struck by an automobile truck as he was 
crossing Linwood avenue, Thursday 
evening, June 10. Mr. Ernst was en 
route home when the accident occurred. 
Witnesses testified that Mr. Ernst 
stepped directly in the path of the truck 
from behind a parked automobile. 

Mr. Ernst had been special agent for 
the Northwestern Mutual Life Insurance 
Company for many years. He had been 
associated with the company for more 
than 25 years. 


C. H. CONKLIN MARRIES 


Charles H. Conklin, assistant secretary 
of the Assurance Company of America, 
last week married Miss Madeline Fos- 
ter, daughter of Mr. and Mrs. William 
Kk. Foster, of Hackensack, N. J. Mr. 
Conklin is a son of Charles S. Conklin, 
vice-president of the company. 
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BASEBALL HONORS BULKELEY 


Pittsburgh Team Places Wreath on 
Grave of First President of 
the National League 

Baseball honored the memory of the 
late Morgan G, Bulkeley, former presi- 
dent of the Aetna Life, and first presi- 
dent of the National League, when the 
world’s champion Pittsburgh “Pirates” 
stopped over at Hartford Sunday to lay 
a wreath on Mr. Bulkeley’s grave. The 
visit was sponsored by the Veteran Vol- 
unteer Firemen’s Association, of which 
Mr. Bulkeley had been an_ honorary 
member. 

Hazen I, Cuyler, star outfielder of the 
Pirates, laid the wreath on the grave. 
The memorial address was given by ex- 
Mayor Frank A. Hagarty who said in 
part: 

“This year we are commemorating the 
fiftieth anniversary of the founding of 
the National League. Today we are 
standing beside the grave of the man 
who was its first president and under 
whose leadership were formulated the 
rules and the policy which have made 
baseball the great national pastime. Prior 
to 1876, baseball had obtained a certain 
vogue, but had no regularly organized 
schedule and its popularity had been 
marred by scandals which cast discredit 
on its good faith and brought its results 
into disrepute. But all this was to be 


ended in the working out of the plans of 
its new leader; for however dimly his 
associates of fifty years ago might have 
envisaged his character and capacity, 
Morgan G. Bulkeley was a wise and a 
great man who never put his hand to 
any task without making its accomplish- 
ment an achievement of eminence and 
distinction.” 


GIVE UP LOWELL OFFICE 

Secretary Ralph Sweetland of the New 
England Insurance Exchange announces 
that aiter June 10 agents in the terri- 
tory covered by the Lowell, Mass., tariff 
will mail their reports. through the 
stamping office at Boston. Local offices 
have been requested to send in complete 
lists of stock companies represented in 
each agency for the use of the Boston 
stamp clerk. In explaining the aban- 
donment of the Lowell office Mr. Sweet- 
land said that the move was to consoli- 
date the stamping of daily reports in a 
central office. Russell Fox, stamp clerk 
at Lowell, has been promoted to head 
of the Rhode Island office at Pawtucket, 

DIRECTOR OF AETNA 

William R. C. Corson, vice-president 
and director of the Hartford Steam 
Boiler Inspection & Insurance, was this 
week elected a director of the Aetna In- 
surance Company and the World Fire & 
Marine to fill vacancies caused by the 
death of Atwood Collins. 





LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 





Neal Bassett, President 
John Kay, Vice-Pres. and Treas. 
Waite Bliven, Vice-Pres. and West. 


gr. 
A. H. Hassinger, Secretary 
Wells T. Bassett, Secretary 


FIREMEN’S 


INSURANCE CO. 
of Newark, N. J. 
Organized 1855 

Statement January 1, 1925 

ASSETS AND LIABILITIES 


Capital ....$3,000,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 
other liabilities 


Net Surplus. . 


8,536,871.80 
3,586,660.11 





Assets ... .$15,123,531.91 


Policyholders’ Surplus 
$6,586,660.11 





Henry M. Gratz, President 

Neal Bassett, Vice-Pres. 

John Kay, Vice-Pres. and Treas. 
Waite Bliven, Vice-Pres. and West. 


Mer. 
Davis G. Vaughan, Secretary 


A. H. Hassinger, Secretary 
Wells T. Bassett, Secretary 


Girard F. & M. 


INSURANCE Co. 


of Philadelphia 

Organized 1853 
Statement January 1, 1925 
ASSETS AND LIABILITIES 


Capital ....$1,000,000.00 
Reserve Reinsur- 

ance Fund and 

Reserve for all 


other liabilities 3,213,098.14 
Net Surplus. . 1,260,934.06 





Assets .....$5,474,032.20 


Policyholders’ Surplus 
$2,260,934.06 














Neal Bassett, President 

John Kay, Vice-Pres. and Treas. 

Waite Bliven, Vice-Pres. and West. 
Mer. 

John A. Snyder, Secretary 

A. H. Hassinger, Secretary 

Wells T. Bassett, Secretary 


MECHANICS 


INSURANCE Co. 
of Philadelphia 
Organized 1854 

Statement January 1, 1925 

ASSETS AND LIABILITIES 


Capital ....$ 600,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 


other liabilities 2,575,127.95 
Net Surplus. . 1,000,362.98 


Assets .....$4,175,490.93 





Policyholders’ Surplus 
$1,600,362.98 








H. M. Schmitt, President 

Neal Bassett, Vice-Pres. 

John Kay, Vice-Pres. and Treas. 
Waite Bliven, Vice-Pres. and West. 


Mgr. 
Thos. A. Hathaway, Secretary 
A. H. Hassinger, Secretary 
Wells T. Bassett, Secretary 


National 
Ben Franklin 


FIRE INSURANCE CO. 


of Pittsburgh, Pa. 
Organized 1866 
Statement January 1, 1925 
; ASSETS AND LIABILITIES 
Capital ....$1,000,000.00 
Reserve Reinsur- 
ance Fund and 
Reserve for all 
other liabilities 3,751,385.75 


Net Surplus.. 501,427.56 


Assets .... .$5,252,813.31 


Policyholders’ Surplus 
$1,501,427.56 














LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 
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st. Paul Issues 
New Transit Floater 


FOR GARMENT MANUFACTURERS 


Takes Place of Three Policies; Protects 
Goods in Hands of Various 
Contractors 


The St. Paul Fire & Marine through 
its agents, A. Hyman & Sons, of New 
York City, is now issuing a new transit 
floater policy to cover losses sustained 
by garment manufacturers while their 
ovods are in the hands of contractors or 
in transit to or from the latters’ prem- 
ises. This policy is new in so far as it 
combines into one policy protection for- 
merly given under three policies, name- 
ly, fire, sprinkler leakage and burglary. 

The text of the policy states that the 
insurance is on goods “manufactured, 
ynmanufactured and in process of manu- 
facture, including the cost of completed 
labor to the extent of the assured’s legal 
liability only, against direct loss caused 
by fire, lightning, sprinkler leakage, and 
burglary during the time the property in- 
sured is in direct and immediate transit 
between the premises of the assured and 
the premises of the assured’s contractors 
including the risks before mentioned, at 
the contractor’s premises.” ; 

Another new feature of this policy of 
the St. Paul Fire & Marine is that the 
premium, instead of being based on the 
amount of goods outstanding in the 
hands of contractors, is based on the 
gross sales of the assured during the 
term of the policy. 

This method has been devised to as- 
sure the company its proper premium 
which in all fairness should be based on 
the medium of gross sales of manufac- 
tured goods on the theory that all manu- 
factured merchandise had at some time 
been in the hands of the assured’s con- 
tractors. At the same time, this method 
of rate promolgation gives the manufac- 
turer the benefit of a merit rating which 
in his favor is based on the kind of con- 
tractor used and his previous experience. 

The premium arrangement requires a 
deposit premium of $1,000, audits of sales 
to be made quarterly and the deposit 
premium applied for the last quarter at 
which time the adjustment is made. 

Following are extracts from the policy 
describing the extent of coverage: 

Extracts From Policy 

“The assured agrees to produce all 
books and records to enable the repre- 
sentative of this company to make such 
audit. The deposit premium is to be 
held by the company until the expiration 
of the policy, and is to apply to the 
earned premium of the last quarter. If 
the policy be sooner cancelled the de- 
posit premium is to be applied as herein- 
alter provided. 

“This policy may be cancelled at any 
time upon written request of the assured, 
the company retaining or collecting the 
earned premium, in addition to the de- 
posit premium; or it may be cancelled 
by the company by delivering or mailing 
to the assured at his last known address, 
five days’ written notice of such cancel- 
lation, in which event the deposit pre- 
mium is to be applied towards the earned 
premium as computed by audit. 

“Premises as used in this policy shall 
be limited to that portion of the interior 
of the building designated in the propo- 
sal form, occupied solely by the persons 
designated, but shall exclude (a) show 
cases, or show windows not opening di- 
rectly into the interior of the premises; 
(b) public entrances, halls and stairways. 
ry Nherever in this policy the term 
Sprinkler Leakage’ occurs, it shall be 
held to mean leakage, discharge or pre- 
Cipitation of water from the ‘Automatic 
Sprinkler System,’ resulting in loss or 
damage, to property described herein, 
whether the ‘Sprinkler Leakage’ origi- 
hates in the portion occupied by the as- 
sured or not, including ‘Sprinkler Leak- 
age caused by freezing. 

Vherever in this policy the term ‘Au- 
tomatic Sprinkler System’ occurs, it shall 
be held to mean the automatic sprinkler 
heads, sprinkler pipes, valves and fittings, 





UNDERWRITER 





NEW COMPANY PROPOSED 





Philadelphia Concern Trying to Launch 
Scheme Whereby Agents Would 
Lose Renewals 

The General Insurance Agency, Inc., a 
Philadelphia organization, is sending 
out circulars to various fire insurance 
policyholders, seeking financial support 
for -a move to organize a stock insur- 
ance company which will distribute 
profits to policyholders. The plan states 
that such a company could manage a 
large saving in expenses by using a con- 
tinuous policy form, when policies are 
renewed, on which little or no commis- 
sion would be paid to local agents. 

In the circular the argument is em- 
ployed that one of the big items of ex- 
pense to fire companies is the agent’s 
conmission, and this would be saved by 
the use of the automatic renewal form. 
The General Insurance Agency aims to 
start a company with $1,000,000 capital 
and a like surplus. It is likewise stated 
that this company would have all the ad- 
vantages of a mutual without the danger 
of assessments. 


tanks, pumps, and underground mains 
supplying the automatic sprinklers, with- 
in the premises described herein; but 
does not include non-automatic sprinkler 
systems, hydrants, stand-pipes, hose or 
‘Service pipes, and/or connections hereto, 
nor any part of the extinguishing or 
service equipment other than the ‘Auto- 
matic Sprinkler System.’ 

This Entire Policy Shall Be Void: 

“(A) If the assured has concealed or 
misrepresented any material fact or cir- 
cumstance concerning this insurance or 
the subject thereof, or in case of any 
fraud or false swearing by the insured 
touching any matter relating to this in- 
surance or the subject thereof, whether 
before or after a loss; 

“(B) If the interest of the assured 
be other than unconditional and sole 
ownership ; 

“(C) If this policy be assigned before 
a loss,” 


TO BE SOLD FOR JOINT ACCOUNT 


Underwriters Salvage Company of New 
York Takes Over Stock of Sum- 
mer’s Fertilizer, Baltimore 
The Summer’s Fertilizer loss at Balti- 
more, which is a big one, has not yet 
been adjusted. Rose & Smith of that 
city are the adjusters. A statement is 
now being compiled by the assured. The 
stock has been taken over by the Under- 
writers’ Salvage Company of New York 

to be sold for joint account. 





NEW ASSOCIATION TO MEET 
The Arkansas Association of Local 
Underwriters, which is the new organi- 
zation founded after over thirty mem- 
bers of the old association resigned be- 
cause of the non-adoption of the bank 
agency principle, will hold a meeting 
June 23 at Little Rock to draft a con- 
stitution and by-laws. At the same time 
the association will go into the matter 
of defining eligibility for membership, 
enumerate the principles and policies of 
the association and consider other re- 
ports, recommendations and resolutions 
as may be brought to the attention of 
the executive committee. 


THEFT LOCK DISCOUNTS 

Under date of June 5, H. G. Brag, gen- 
eral manager of the Automobile Mer- 
chants’ Association of New York, Inc., 
notified the entire membership that a re- 
cent ruling of the National Automobile 
Underwriters’ Conference affecting next 
year’s insurance writings, was to the ef- 
fect that the insurance companies will 
drop discounts on anti-theft locks, and 
they point out that this decision is of 
vital interest to the automobile industry, 
because it affects the insurance rates for 
the coming year. 

W. F. M. BURGESS DEAD 

W. I. M. Burgess, operating a local 
agency in Norfolk, Va., under the name 
of Burgess & Co., dropped dead in his 
office last week. He represented the 
American of Newark and the Reliance 
of Philadelphia. 








| London & Lancashire Insurance Co., Ltd. 


OF LIVERPOOL, ENGLAND 





Law Union & Rock Insurance Co., Ltd. 


OF LONDON, 


ENGLAND 





Orient Insurance Company 


OF HARTFORD, CONN. 





Safeguard Insurance Company 


OF NEW YORK 





Eastern Department 
Hartford, Conn. 








Western Department 
Chicago, Ills. 


Pacific Department 
San Francisco, Cal. 
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Fred W. Offenhauser 
Well-Known Agent Dies 


WAS POPULAR AT MEETINGS 





Former Head of National Association 
Ran Important Agency at Border 
City; Genial Personality 


Fred W. Offenhauser, a leading agent 
of Texarkana, and one of the best known 
members of the National Association of 
Insurance Agents in the country, died 
last Friday following an attack of apo- 
plexy while swimming in the Gulf of 
Mexico at Galveston, Tex. He was at- 
tending the annual convention of the 
Texas Association of Insurance Agents 
and had taken a prominent part in the 
program. Mr. Offenhauser, who was 
nearly 65 years of age, was president of 
the National Association in 1907-08 and 
had attended twenty-four annual con- 
ventions of the association in succession. 
He was at Kansas City last fall and 
had been looking forward to the trip to 
Atlantic City this September. He was a 
genial personality, well-liked, and a good 
story teller. 

Mr. Offenhauser was born at Chilli- 
cothe, Ohio, August 2, 1861, and at the 
age of nineteen joined the agency of 
C, E. Haydon & Co., of Texarkana, Ark. 
In 1882 he organized his own agency 
which grew to be one of the most prom- 
inent in the Southwest. The agency now 
represents about forty companies, some 
for Texas, some for Arkansas and some 
for both states. The border line be- 
tween Texas and Arkansas runs through 
the town of Texarkana. As a result of 
this close affiliation to both states Mr. 
Offenhauser was a past-president of both 
the Texas and Arkansas state associa- 
tions of local agents. 

The surviving members of F. W. Off- 
enhauser & Co. are H. O. and G. T. 
Offenhauser and J. R. Morriss, respec- 
tively, brother, son and son-in-law of the 
late head of the agency. F. W. Offen- 
hauser was widely interested in outside 
affairs in addition to his insurance con- 
nections. A biographical sketch of him 
prepared five or six years ago listed him 
as vice-president and director of the 
National Lumber & Creosoting Com- 
pany; director of the Texarkana Cotton 
Oil & Fertilizer Company; president of 
the Haynesville Lumber Company, of 
Haynesville, La.; secretary and treasurer 
of the Gate City Building & Loan As- 
sociation; president of the Caddo Lake 
Oil & Pipe Line Company; secretary and 
treasurer of the Surrey Oil & Develop- 
ment Company; a former road commis- 
sioner and a member of the school board 
many years; senior warden of the Epis- 
copal Church; a trustee of St. Mary’s 
School for Girls, Dallas, Tex.; a thirty- 
third degree Scottish Rite Masons. 


McNALLY—DECKERT 

The marriage of Miss Muriel Deckert, 
who resigned from the American of 
Newark on June 11, daughter of Mr. and 
Mrs. John H. Deckert, and Thomas J. 
McNally, son of Mr. and Mrs. Joseph 
McNally of Newark, took place Wednes- 
day, June 16, in St. Leo’s Roman Cath- 
olic Church, Irvington, N. J. Rev. Flan- 
nigan performed the ceremony. A re- 
ception followed at the Irvington Elks’ 
Club. The bride-elect had chosen Miss 
Dorothy Durst of Maplewood as maid of 
honor and her niece, Miss Dorothy Kie- 
bold, as flower girl. Richard Walsh of 
Newark acted as best man and Harold 
Deckert, brother of the bride, and Frank 
Margoli of Clifton, N. J., were ushers. 


PITTSBURGH CLUB PROSPERS 


The recently organized Insurance Club 
of Pittsburgh is going ahead rapidly. 
Latest reports state that the paid mem- 
bership totals 225 agents, which is large 
considering the club is scarcely six 
months old. One of the chief aims of 
the club has been to keep the automobile 
club insurance idea in check. Officers 
of the club are: Francis S. Guthrie, presi- 
dent; Frank W. Hewitt, vice-president, 
and Albert C. McCloskey, secretary- 
treasurer. 








Agents Ass’n Hits 
Auto Conference Plan 


FOR NEW FINANCE COMPANY 


W. H. Bennett Says Such Would Be 
Entering Wedge for Elimination 
of the Local Agent 


That a stock insurance company to 
handle wholesale insurance risks only, 
such as has been proposed to the Na- 
tional Automobile Underwriters Confer- 
ence to write automobile finance risks, 
would not meet with the favor of local 
agents was indicated by Secretary Wal- 
ter H. Bennett of the National Associa- 
tion of Insurance Agents in a talk he 
mac this week at the annual convention 
of the New England Associations of In- 
surance Agents at the Hotel Griswold, 
keastern Point, Conn. 


It is generally conceded that the na 
tional auto conference will not launch, 
jor economic reasons, a company to 
write wholesale finance risks at reduced 
rates, but the proposition or a suitable 
substitute is still being considered by a 
conunittee. Mr. Bennett takes the posi- 
tion that were such a company started 
large policyholders all over the country 
would demand reduced rates through 
wholesale schemes and the gradual elim- 
ination of the local agent as an unnec- 
essary cxpc nse, 

Speaking of the average 
tion to the idea 
said in part: 

“Now the finance companies are to be 
openly recognized by the insurance com- 
panies as necessary to the transaction of 
fire and theft automobile insurance on 
cars purchased on the instalment plan. 


agent’s reac- 
outlined Mr. Bennett 


Financed cars, it has been said often, 
constitute eighty per cent. or more ol 
automobile sales. The recognition is 


then to be carried a step further by actu- 
ally making the fire insurance companies 
an integral part of automobile financing. 


Opening Wedge for Wholesale Risks 


“In whatever guise the matter may be 
put forth, the fact remains that this pro- 
posed new insurance company, ore 4 in 
truth and in fact is nothing more than a 
combination of the members of the Au 
tomobile Conference, will now issue and 
deliver en masse to any finance company 
with which it can make a contract, cer- 
tificates supported by a master policy for 
each state, insuring each car upon which 
the finance company has a lien at a rate 
20 per cent. below the conference rates. 
fhe arrangement thus has all the ear 
marks of being the opening wedge for 
wholesale insurance that disregards en 
tirely the American Agency System. 

“The five per cent. proposed to be paid 
to local agents appears to be an offering 


for no consideration whatever. ‘There 
would be nothing for the local agent to 
do. He would sign no policy, make no 
entry, keep no account, and, in truth, 


know nothing about the issuing of the 
certificates underlying the master policy. 
The only connection he would have with 
the transaction would be to receive from 
an insurance company a check period 
ically, representing five per cent. of the 
premiums collected by his company from 
the finance company in his community 
on the deal. 

“If this is the answer of the organized 
fire insurance companies to wholesale 
insurance, the answer is the beginning 
of the elimin: ition of the local agent. It 
is a signal illustration of lack of team 
play. 

“How can fire insurance companies 
justify their conference rates charged the 
cash purchasers of automobiles by the 
local agents, when they propose to sell 
the same coverage to finance companies 
on the same car ackd in the same terri- 
tory on credit, for a 20 per cent. cut in 
the rate? The practice seems to justify 
the contention of non-agency mutual 
companies, which for many years have 
maintained that the agency force is an 
unnecessary expense and that the prop- 
erty owners should deal directly with the 
insurance companies and save a consid- 
erable portion of the premiums paid. 


“ering the 
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FORD CAR INSURANCE CO.? 


Rumor in Detroit That Company May 
Launch Insurance-Finance Unit 
to Write Its Cars 
Reports from Detroit state that the 
lcrd Motor Company is considering the 
organization of a subsidiary finance and 
surance company as a means for low- 
sales resistance to Ford cars, 


which has become more noticeable this 
year due to competition from other 
makes of low-priced automobiles. The 


Ford company has $670,000,000 in surplus 
from which to draw funds for an insur- 


ance-finance company. The story is 
neither denied or affirmed at the execu- 
tive offices of the Ford company. 
Heretofore there have been stories 
published that certain insurance compa- 
nies have made contracts with Ford to 


insure the entire output of his cars at a 
fixed rate for fire and _ theft insurance, 
but apparently the rumors were all fic- 
tion. With the sale of Ford cars, said 
this year to be below the record of 1925, 
it would not be surprising if sales 
stimulus in the form of improved finance 
ing methods or cheap insurance were 
adopted 


some 


COAL MINE RATES 
If They Are Not a Compensa- 
tion Companies Will Stop Writ- 


ing; Associated Companies Meet 

It looked for a time Wednesday as if 
the Associated Companies, which writes 
coal mine compensation, and which con- 
sists of the Hartford, Maryland, U. S. 
Casualty and Standard Accident, would 
throw up the sponge. It was decided, 
however, to continue if there can be a 
substantial advance in rates. Companies 
have lost millions writing against these 
catastrophe hazards. Resolutions were 
therefore adopted to discontinue writing 
ccal mine risks unless states will ap- 
prove an adequate rate advance. 


BRIGGAMAN DISAPPEARS 

Fred S. Briggaman, connected with the 
engineering and inspection division of 
the Travelers’ in Newark, ‘has disap- 
peared, and Frank Godfrey, supervising 
engineer of the inspection department, 
has asked the aid of the Newark police 
department to locate him. Mr. Brigga- 
man was to be married to Miss Helen 
W. Scott of West Hartford, Conn., to- 
morrow, and had not been heard of since 
he left his rooming house at 44 North 
Arlington Avenue, East Orange. At the 
time he left Briggaman complained of 
a severe pain in his head and said he 
was going to take a walk. 


MADE FIELD SUPERVISOR 

Raymond ‘T. Mallery has been pro- 
moted to field supervisor in the casualty 
agency department of the Actna Affiliat- 
ed Companies, succeeding Franklin Da- 
vies, Who wi Is TECE ntly made manager of 
the company’s branch office at Harris- 
burg, Pa. Mr. Mallery will have charge 
of Arkansas, Oklahoma, Tennessee, Ken- 
tucky, Mississippi, Louisiana and Texas. 

Mr. Mallery joined the Actna Life or- 
genization in 1914 as a local agent at 
Olean, N. Y., and was appointed general 
agent at that point in 1917. He has re- 
cently been assisting Field Supervisor L. 
C. McGee in the development of the 
company’s interests in the middle west. 








“If this proposed) scheme should be- 
come a reality, it would appear that 
every large property owner in America, 
particularly when his property is diverse- 
ly located, will instantly and justly de- 
mand from insurance the same kind of 
wholesale treatment accorded the finance 
companies. If this plan is effected all 
assureds having schedules of any appre- 
ciable amount on scattered properties, 
will be in a position to say to the in- 
surance companies that they want to 


deal directly with the companies without 
the intervention of a broker or an agent. 
When these large lines thus fall away 
from the agents, the disintegration of the 
present system ‘would appear imminent.” 
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Organized 1859 


Insurance Company 
of America. 


Head Office: 709 Sixth Avenue, N. Y. 
STATEMENT JANUARY 1, 1926 


ET er aa eee) eae rence (ry aay ter BAe eee a ree Pato ee $ 1,500,000.00 
ee SO ee ee ee ee ren een teal 8,447,976.18 | 
Reserve for Taxes and all other Liabilities.......................0. 1,188,903.54 
ie EE ee Pee ere ee ree eee ten ger eee er eer 5,552,501.45 
Be eee eer ee eC ee Ee Ee Ee Oe $16,689,381.17 
SURPLUS TO POUCH oo io. dn ca Sais kk es Sbwcatenewoese $ 7,052,501.45 
FIRE - MARINE - AUTOMOBILE - WINDSTORM - TORNADO - SPRINKLER 


LEAKAGE - EXPLOSION - RENT and RENTAL VALUES - TOURIST BAGGAGE .- 
RIOT and CIVIL COMMOTION - USE and OCCUPANCY 








ST. LOUIS AGENTS’ MEETING the 


general body for final ratification, 
grew out of several conferences between 


Voted This Week on Several Amend- the Welfare Committee and counsel fo; 

ments to Local Association’s the association with Former Attorney 

Constitution General Jesse W. Barrett who repre- 

Fire underwriters of St. Louis. on sented twenty-six agents some of whom 

Tuesday unanimously adopted all are members of the association in good 

Lo A penk standing, others being on the suspended 
changes in constitution and by-laws rec- i 


om 


rec 


mi 


ru! 


lieved that many former members of the 
association will rejoin the body and that 


list and a few who have not been mem- 
bers of the 


mended by the welfare committee and association, 


ently approved by the executive com- PSD ae carer eee 
ttee of the organization. The new STILL SEEKING MANAGER 
es are effective at once. It is be- 


The astern Automobile Underwriters’ 
Conference is having a hard time to fill 
the position of secretary and manager, 


amendments approved will do much to left vacant by the recent promotion of 
bring about more harmonious co-opera- — J. Ross Moore to the managership of the 
tion between various elements in the National Conference. For several days 
local insurance colony. the Eastern Conference has been run- 

The changes which have been ap- ning an advertisement in daily news- 
proved by the Welfare Committee and papers asking for applicants for the 


ixecutive Committee and now put up to 


position. 
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Fire Reinsurance Treaties 


Eagle Fire Insurance Company 


Baltica Insurance Co., Ltd. 
Franklin W. Fort 


(New Jersey) 
(Denmark) 


Thomas B. Donaldson 





18 Washington Place, Newark, N. J. 




















NEWARK FIRE INSURANCE COMPANY 


Newark, N. J. 


Incorporated 1811 


A Company with a continuous 
and unblemished record of over a 
Century in protecting the interests 
of policyholders and agents. 


Agents Wanted Where Not 
Represented 
ae 
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June 18, 1926 
Pacifie Coast Fire Now 
In the United States 


LEADING APPOINTMENTS MADE 





McCollister & Campbell, Inc., Seattle, 
U. Managers; Mullin-Acton Co., 
Sah’ Francisco, General Agents 





The Pacific Coast Fire Insurance Co. 
of Vancouver, B. C., has entered the 
United States. McCollister & Campbell, 
Inc. of Seattle, have been appointed the 
United States managers and agents for 
Washington and Oregon. The Mullin- 
Acton Co., general agents, San Fran- 
cisco, will represent the company in Cali- 
fornia. 

The Pacific Coast Fire was organized 
in Vancouver in 1890. In 1902 the com- 
pany was purchased by the British Co- 
lumbia Permanent Loan Co. to carry in- 
surance on all of the latter’s loans 
throughout the province. 

Its Representatives 

McCollister & Campbell, Inc., of 
Seattle, who will manage the company Ss 
United States operations, is a grea 
general agency. It represents the Caro- 
lina Insurance Company, the Bosnia 
department of the Maryland Insurance 
Company and the U. S. Fidelity & Guar- 
anty. John C. McCollister of the firm 
began his insurance. career with the 
United States Fidelity & Guaranty. In 
1924 the firm was appointed general 
agents of the Carolina Insurance Com 
pany. Reorganization occurred in 1908, 
when the company was_ incorporated 
under a Dominion of Canada charter 
with an authorized capital of $1,000,000; 
$619,000 of which is now fully paid up. 

Has Assets of $1,392,297 

The total assets of the Pacific Coast 
Fire are $1,392,297, with a surplus to pol- 
icyholders amounting to $1,248,307. The 
bond holdings of the company are of 
high character, amounting to $935,400, ac- 
cording to the valuation of the Domin- 
ion Government, and are made up for 
the most part of railroad and Provincial 
issues. In 1920 control of the company 
passed to the Friends Provident and the 
Century Life office of London, England, 
and Edinburgh, Scotland, which gave the 
fire company a backing of $36,000,000 in 
aggregate assets. All of the company’s 
operations on the Pacific Coast will be 
according to the regulations of the Board 
of Fire Underwriters of the Pacific. 


NATIONAL BOARD CHAIRMEN 

Six new chairmen were appointed to 
heads of committees of the National 
Board of Fire Underwriters this week 
by President Wilfred Kurth. These are: 
Paul L. Haid, president of the America 
Fore Companies, chairman of the ad- 
justments committee ; Charles W. Higley, 
president of the Hanover Fire, finance 
committee; C. V. Meserole, president of 
the Bankers & Shippers, incendiarism 
and arson; C. W. Bailey, president of 
the American of Newark, membership 
committee; Hart Darlington, United 
States manager of the Norwich Union 
Fire, statistics and origin of fires com- 
mittee; and Edward Milligan, president 
ot the Phoenix of Hartford, chairman of 
the uniform accounting committee. The 
remaining committee chairmen were re- 
appointed. 





OLD ASSOCIATION TO MEET 
The fifty-fourth anniversary meeting 
of the New York State Association of 
Supervising and Adjusting Fire Insur- 
ance Agents will take place at $4 Sara- 
nac Inn, Upper Saranac Lake, N. Y., on 
Tuesday, June 29. Senator William T. 
3yrne of Albany will be the principal 


speaker. A large attendance is antici- 
pated. 





PLATTSBURGH INCORPORATION 

The Archambault- Potter Agency, In- 
corporated, Plattsburgh, insurance, has 
been chartered at Albany with $10,000 
capital, all subscribed. George H. Arch- 
ambault, 103 Cornelia street; Carl F. Pot- 
ter, 17 Couch street, and Victor F. Boire, 
7 William street, Plattsburgh, are direc- 
tors and subscribers. 
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Vacation Hazards 


Automobile Accident 

Tourist Baggage 

Residence Burglary | 
Golfers 


Your prospective patrons will soon be obtaining 
travel reservations and packing their traveling bags, 
in contemplation of the approaching Vacation 
Season. 


You can help to make your prospects’ vacation a 
matter of happiness and tranquillity, by providing 


adequate dependable insurance protection, to meet 
their needs. 


knowing that “all is well,” in event of accident or 
loss and with an appreciation of the service and 
policies you provided. | 


| 
Well provided with insurance, they may go away | 


Norwich Union Policies and Service 
Have National Reputation 


NORWICH UNION 


FIRE INSURANCE SOCIETY, LTD. 
75 Maiden Lane, New York 


Hart Darlington, Manager J. F. Van Riper, Branch Secretary 


EAGLE FIRE COMPANY 


of New York 


Incorporated 1806 


Hart Darlington, President J. F. Van Riper, Secretary 


75 Maiden Lane, New York 
The Oldest New York Insurance Company 


NORWICH UNION 


INDEMNITY COMPANY 
75 Maiden Lane, New York 


H. P. Jackson, President F. P. Stanley, Vice Pres. 


The Agent Who Seeks to Give Service 
Must Himself be Well Served 


MPANIES 
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What Survey Said Of 
Two Fertilizer Plants 


ECHO OF BIG BALTIMORE FIRE 
Summers Factory Old Frame Waterfront 
Structure; Warehouse New; 


Griffith & + Boyd Hazards 


In view of the recent fertilizer fire at 
Baltimore which destroyed the Griffith 
& Boyd plant and most of the plant 
of the Summers fertilizer company, re 
ports made some time ago on the plants 
by the M; aryland Survey Bureau 
Baltimore are of interest. 

Relative to the Summers Fertilizer Co. 
the Maryland Survey Bureau said: 

Summary: A fertilizer plant compris- 
ing a factory, or mixing building, and 
a warehouse. The factory is an old 
frame waterfront structure, quite rickety 
in its make-up and built over open wood 
piling in part. The warehouse is a new 
a leton steel structure being erected on 
the east side of street, with corrugated 
iron walls and wood plank roof. Stand 
ard watchman’s service maintained, and 
nitre is stored on end of pier beyond 
the fire wall, but crab scrap and gar 
bage tankage are hauled in bulk. No 
acid making. Electric power. Moderate 
exposure. Fireboats. Construction, raw 
materials and waterfront location em- 
braced in mixing unit require minimum 
lines on buildings and equipment. Forty 
per cent subject recommended. Stock 
lines quite acceptable. [ifty per cent 
subject recommended. 

Construction: The manufacturing 
building is frame, built on open wood 
piling in part. The warehouse is one 
high, 65 feet story, 200 feet by 200 feet. 
Skeleton steel frame with corrugated 
iron clad walls and 2 inch plank roof. 
Small partial upper floor also plank. 
Composition roof. The manufacturing 
building is old and rickety. The ware- 
house is new. 

Communication between factory and 
warehouse is by wood frame ironclad 
overhead bridge. 

Fire sections: Good in two divisions, 
the factory constituting one and the 
warehouse the other. Units separated 
by seventy foot street, and it may be 
presumed an overhead frame ironclad 
bridge may be handled by fire depart- 
ment, 

Distribution: Values are distributed, 
according to assured’s estimate, approxi- 
mately as follows: 

Building replacement—Factory, 26 per 
cent; warehouse, 43 per cent. 

Equipment replacement—Factory, 14 
per cent; warehouse, 17 per cent. 

Above estimate on factory building 
unit subject to considerable depreciation. 
Estimate does not, however, contemplate 
open wood pier structure on which the 
building rests in part. 


The Griffith & Boyd Co. 


Relative to the Griffith & Boyd Co. 
the report in part says: 

This company operates a full process 
fertilizer factory, by which is meant that 
they make their own sulphuric acid, do 
wet mixing and so on. In other words, 
it is not just a dry mixing plant. The 
construction is all frame, partly over the 
water, and the general condition of the 
building defies description. 

As indicated on map, it is subject to 
considerable exposure. One thing in its 
favor is the moral, which is undoubtedly 
very good, The Griffith & Boyd concern 
has been established many years and 
lease the premises. Advises no fires in 
this plant. 

About 100 hands are employed. Lim- 
ited contents lines are acceptable but the 
building is an accommodation. 100 per 
cent subject and heavy building loss 
probable in event of fire. Contents sub- 
ject to salvage. 

As to the hazards the survey said: 

Considerable tankage is stored in buik 
in brick bins; no fire doors. Nitre is re- 
ceived in 75 to 100 ton lots and stored 
on pier; nitre bags not washed; also 
stored on pier. Sulphur burners, 2, are 
not cut-off. 
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Commissioners Decry 
Wholesale Insurance 


Al CHATTANOOGA MEETING 
Chrysler-Palmetto Committee to Await 
Action of U. S. Supreme Court 
Next October 


The insurance commissioners, at the 


meeting of the executive committee at 
week, took no action 
Chrysler-Pa 


wntil the 


Chattanoova last 


on the Imetto situation, ce 


ciding to wait cases pending 
before the 


Staics are 


Supreme Court of the United 
Octobe 
Palmetto 


Corpora 


disposed of next 
These are suits in which the 
and the Chrysler Motor Sales 


tion are secking injunctions to restrain 
various Insurance Commissioners from in 
terferin with the operation of — the 


wholesale insurance 
How: VCT, the 


plan 


commuttee handling the 


problem of wholesale insurance, consist 
in of Commussioners Conn of Ohio, 
Monk of Massachusetts and Caldwell of 
Tennessee, stated in its report that it 
was opposed to any method of whok 


sale insurance coverage on the grounds 


that it interferes with existing methods 
of carrying on insurance and with the 
proper supervision of regulation of the 


business 
The report 


I 


4 
as accepted by the execu 
follows: 


tive Committee 1s as 


Extracts From Report 
“At a session of the convention, held 
at Chicago in Wecember, 1925, it was 

ted that the president appoint a com 
mittee of three commissioners, to con 
study the problem of ‘whol 
sale insurance’ so called, arising from the 
Palmetto-Chrysler Motor Sales Corpora 
tion contract relating to fire and theft 
insurance coverage; to confer with thos« 
interested in the matter, and report at 
an early date to the president and ex 
ecutive committee of the convention fo1 
action with reference to calling a session 
of the convention to consider the report 
The committee, consisting of the com 
from Ohio, the commissioner 
Tennessee, and the commissioner 
Massachusetts, is making the fol 
part of its report: 

“Your committee held hearings in New 
York City after notice to several parties 


sider and 


MUsSsIONer 
Irom 
irom 


lowing as a 


interested and has given considered to 
the subject matter before it 

“In view of the fact that there ar 
now pending before the United States 
Supreme Court several cases, arising out 
of this situation and involving the law 
relating to the whole subject matter and 


inadvisable to ree 
| convention 


problem, we deem it 
ommend any action 
with reference to the problem until the 
Supreme Court has dealt with those 
cases and rendered its decisions W« 
that pending those cases and 
recommendations from the convention, 
the matter is properly one for the sev 


DY the 


Sugeest 


eral states to deal with individually in 
accordance with their several laws. We, 
however, believe that the operation of 


any method of wholesale insurance coy 
erage will be attended with many seri 
ous and difficult problems, and points to 
serious interference with the heretofore 
existing methods of carrying on the in 
surance business and the proper super 
vision and regulation of the same.” 


DISCUSS AGENCY BALANCES 

The question of collection of agency 
balances was the principal topic of dis 
cussion at the semi-annual meeting of 
the Virginia Field Club held at Natural 
Bridge June 10-11. All those participat 
ing laid their cards on the table and 
showed a willingness to tighten up on the 
new rules for collection wherever it was 
deemed necessary. It was brought out 
that several agencies had been forced to 
discontinue business for delinquency 
since the last meeting. While it was 
conceded that drastic measures of this 
kind are necessary at times, opinion pre- 
vailed that wherever possible a construc- 
tive policy should be pursued and an ef- 
fort made to keep the agency going. 


. 
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GIRL WINS A PRIZE 


Says Fire Prevention Should Be Adver- 
tised With Same Persistency and 
Interest That Soap Is 


\ high school girl, Miss Lorene Bates, 


won first prize for the best essay on how 


best to remove the recent rate penalty 
Dallas on account of its 
record. The prize 
Bailey & Collins, fire in 
men. She said in part: 

“Griefly, fire prevention should be sold 


assessed against 
CXCECSSIVE fire 
> 

was offered by 
surance 


loss 


to the citizens of Dallas much in the 
same way bread and soap are sold to 
them, through advertisement. <A > series 


of well-written, 
persuasive 


interesting, forceful, 
articles on fire prevention, 
placed in a conspicuous place in the daily 
papers, and written by an authority on 
the subject, will do much toward arous 
ing the people’s interest in this subject 
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and will make them realize the impor 
tance. 
Clubs to Help 

“But this great ‘selling campaign’ must 
have adequate support to insure its suc 
There are in our city a number of 
commercial clubs who have from time to 
time demonstrated their abiilty to ‘put 
things over’ in Dallas. They, as leading 
forces of civic pride, will stand back of 
this great movement for fewer fires in 
Dallas. They, as leaders of citizens de- 
siring a bigger and better Dallas, will 
help put this campaign over and arouse 
the people’s interest to the fighting 
point fi 


cess. 


FRED S. JAMES OUTING 


The seventh annual outing of the 
red S. James & Co. will take place at 
Indian Point, New York, on Wednesday, 
June 23. A large representation of the 
employes is looked for. 





June 18, 1926 


TRAVELERS’ OUTING 

The Brooklyn Travelers’ Club will 
hold its annual Field Day outing at Glen 
Cove, L. L, on June 19. It will be an 
all day affair, and there will bé a base- 
ball contest, track events and swimming 
contests. A shore dinner will be served 
and dancing will be a feature with the 
Vincent Lopez jazz orchestra as an add- 
ed attraction. 

Four busses and several automobiles 
will leave from the ‘Travelers’ office, 
Brooklyn, about 10 A. M. for Glen Cove. 
It is expected that about 160 members 
of the Brooklyn staff will attend the 
outing. A number of insurance brokers 
and agents also will attend. 


PENNA. AGENTS’ MEETING 
The 1926 convention of the Pennsylva- 
nia Association of Insurance Agents will 
be held at Scranton, August 26 and 27. 








ASK ANY FIREMAN’S FUND AGENT ANYWHERE 


For sixty-three years the guiding prin- 


ciple of the Fireman’s Fund Insurance 


Company has been to achieve success by 


deserving it; to write a fair contract, and 


to construe it liberally in favor of the 


assured; to take agents and brokers into 


full fellowship in the high privilege of 


serving the insuring public adequately, 


honestly and economically. 





FIRE, AUTOMOBILE and MARINE INSURANCE 
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Discusses Problems 
In New England 


COMMISSION ABUSE IS ACUTE 
JT. D. Faulkner Tells Ae Qualifica- 
tion Laws Have Worked Well; 
Drive for Members 

Thomas D. Faulkner, of MHartford, 
chairman of the New FE ngland Advisory 
Joard, and regional vice-president for 
the National Association of Insurance 
Agents, reviewed events of the last year 
in his talk this week at New | ondon be- 
fore the convention of the New England 
Associations Of Insurance Agents. He 
spoke of the favorable developments fol- 
lowing the passage of agents’ qualifica- 
tion laws, expressed a hope that the fire 
companies would settle the excess com- 
mission tangle in New England, compli- 
mented the agents and companies on ar 
riving at an agreement over certain prob- 
lems and mentioned other current hap- 
penings. 

“During the past year the Board has 
been very helpful to the officers of the 
six New England States in solving prob- 
lems,” stated Mr. Faulkner, “including 
legislative work, changing their constitu- 
tions and by-laws so that all six states 


have now adopted a uniform constitution 


and by-laws including the endorsement 
and incorporation of the Milwaukee Dec- 
laration which means that we should do 
business with those companies whose 
loyalty to our agency principles are un- 
questioned and not represent any com- 
pany intentionally and continuously vio- 
lating those principles. 
“Congratulations are due the 
of Massachusetts and Rhode Island for 
having assisted in the passage of the 
agents’ qualification bill by their legis- 
latures. 
“Earl Fiske, chairman of the National 
Fire Prevention Association committee, 
and his committee members in co-opera- 
tion with the chambers of commerce 
throughout the United States, has ac- 
complished wonderful work, the value 
of which it is impossible to estimate. 
Many lives have probably been saved 
and millions of dollars’ worth of prop- 
erty. We are deeply indebted to these 
committees for the great work they have 
done. 


agents 


Work of Advisory Board 


“The New England Advisory Board is 
entitled to considerable credit for the 
harmony which prevails throughout the 
New England States. This board meets 
about every two months in Boston and 
discusses freely conditions existing in 
each state, the exchange of ideas is ex- 
tremely helpful and results obtained 
could not have been accomplished by in- 
dividual State Associations. 

“The commission situation during the 
past few years has become a very seri- 
ous problem. Conferences have been 
held with company . officials and we 
hoped to be able to report to you at 
this time a proposition regarding a flat 
rate commission to be effective through- 
out the New England States. 

“The situation in Worcester and New 
Haven is deplorable and unless the com- 
panies and agents take some action to 


correct this situation at an early date, 
it will spread, causing a great deal of 
unfair competition and dissatisfaction. 


Life and casualty companies have settled 
the commission question, why not fire 
companies? The Advisory Board is 
= ag and willing at any time to meet 
the Eastern Union officials and cooper- 
ate in settling this situation. 
Cannot Wholesale Insurance 
Rae : : 
The insurance business of today with 
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its many side lines is complicated and in 
my opinion the insurance companies and 
automobile manufacturers who believe it 
is simply a matter of salesmanship will 
learn by. experience that it can not be 
wholesaled and satisfy the assured. Only 
time 
to read a contract and it requires the 
services of a well trained agent to make 


clear to the policy holder exactly what 
it does and does not contain. Insur- 
ance not properly sold causes most of 


the ill feeling between the 
panies and agents. 

“Last year the American Agency Sys- 
tem produced more than seven million 
dollars in insurance premiums for stock 
insurance companies and the ten thou- 
sand members of the National Associa- 
tion probably sold 80 per cent. of the 
fire and casualty insurance business writ- 
ten, yet a few stock companies have not 
realized that insurance agents like the 
automobile salesmen are worth more to 
to the business than the commission ex- 
pense. The Chrysler, Dodge Brothers 
and General Motors entering the insur- 
ance business caused more controversy 
during the past year amongst companies 
and agents than any other announce- 
ment.” 


assured, com- 


GET NEW MEMBERS 


In the big membership drive of the 
National Association of Insurance 
Agents the Indiana, Virginia and Florida 
associations have either about reached or 
exceeded their quotas of new members. 


AUTO RECOVERIES 
Stolen and Usdained Cars to Be 
Reported Monthly to State 
Commisioner of New York 

Automobile underwriters will be inter- 
ested to learn that Smith of 
New York has signed a bill passed by 
the 1926 Legislature, Chapter 727, amend- 
ing the highway law in relation to stolen 
and unclaimed motor vehicles, which pro- 
vides that all officers shall report to the 
Commissioner of Motor Vehicles at least 
once a month, and a list of all motor 
vehicles recovered by him during the 
past month. Commissioner of Motor Ve- 
hicles shall keep a list of all such stolen 
cars concerning which he shall receive 
information from any source and he may 
distribute copies of such a list as he may 
deem advisable. 

There are other provisions in this bill 
which provide for the sale of such motor 
vehicles, and for assisting rightful owners 
in every way possible to secure the re- 
turn of their stolen property. 

The actual wording of this Legisla- 
ture will be incorporated in a revised 
edition of the motor vehicle law to be 
distributed by the Bureau of Motor Ve- 
hicles within the next few wecks. 


Governor 





HONOR FOR 5S. D. SEXTON 
Stephen D. Sexton, prominent East 
St. Louis insurance and real estate man, 
has been elected president of the East 
St. Louis Park board. 


Peeciient Hedge Talks 
Of the Old Colony 


RUNNING MATE OF THE BOSTON 


Began With Capital and Surplus of 
$600,000; Now Has Almost 
$6,000,000 of Assets 


President William R. 
Colony, who is also 
Soston Insurance Co., 
Colony and its 


Hedge of the Old 
president of the 
discussed the Old 
growth in the current 


issue of “The Accelerator.” He said in 
part: 
“The Old Colony Insurance Co. was 


organized in the office of the Boston 
Insurance Co., and began business in 
June, 1906, with capital of $400,000 and 
surplus of $200,000. In 1911 $300,000 ad- 
ditional was paid in to the surplus. In 
1917 one thousand additional shares of 
stock were issued at $200 a share, in- 
creasing the capital by $200,000 and sur- 
plus by $200,000. In 1919 two thousand 
additional shares of stock were issued at 
$200 a share, increasing the capital by 
$400,000 and surplus by $400,000. 

“The Boston, which had organized the 
company originally and whose officers 
manned the company, stood ready at all 
times to take up the new stock, or in 
fact to purchase of any stockholder, so 
that at the present time the stock con- 
trolled by the Boston Insurance Co, is 
over 95 per cent. 

“The policy of the company has been 
to keep the dividends down; in fact in 
some of the early years it paid no divi- 
dends, with a view of allowing the earn- 
ings to build up the surplus in order that 
the company become strong and sturdy. 
During these twenty years it has grown 
steadily in the amount of business writ- 
ten and in strength so that now on its 
twentieth birthday it is a fit running 
mate for the Boston Insurance Co, with, 
according to the December 31, 1925, fig- 
ures: capital of $1,000,000; surplus of 
$2,500,000, and gross assets of almost 
$6,000,000.” 


TO RAISE $10,000 FUND 


Board of Directors of Pennsylvania 
Ass’n Vote to Secure This Fund 
For Membership Drive 

At a recent meeting of the board of 
directors of the Pennsylvania Associa- 
tion of Insurance Agents in Erie, Pa., a 
plan was unanimously adopted for en- 
larging and strengthening the organiza- 
tion. It is proposed to secure a tem- 
porary loan for $10,000 from the various 
agencies in the state for the purpose of 
employing an experienced and trained 


man who has been successful in such 
developments elsewhere. The plan 
adopted has carried out successfully in 


other states. In the June issue of “The 
Pennsylvanian” the plan is outlined in 
full in an open letter to the members 
from President H. E. McKelvey. 


J. R. MALTBIE RESIGNS 

J. R. Maltbie, manager of the Newark 
office of the Automobile of Hartford, 
Conn., has resigned that position and 
will become a member of the staff of ex 
aminers of the New York Fire Insurance 
Rating Organization on June 23. Mr. 
Maltbie was for a number of years with 
the Royal previous to his connection 
with the Automobile. 


ey S. JOPLING RETIRES 


W. . Jopling, manager for Canada of 
the c ommercial Union, has resigned as 
of July 1. He is retiring after forty-seven 
years’ service with the company. His 
successor is John Holroyde. 
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Two 
Liberal Forms of 
STAR 
Personal Effects 
Insurance Covering 
Fire 
Theft 
Larceny 
Pilferage 
Transportation 
Collision 
Derailment 


In Hotels, Clubs, Laundries, 
Repair Shops, on Shipboard, 
' Railroads and_ elsewhere 
outside the home. 
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SELLING 
EVERY 
TRAVELER 


























Folks whose traveling is limited to a short vacation trip each year 
are the hardest prospects for Personal Effects Insurance. 


But not for the Star Agent. 


Realizing that these people are in the vast majority, the Star Agent 
points out to them the ALL YEAR advantage of the personal effects 
policy. He talks of the numerous items covered, the many places where 

-it applies, the constant danger to belongings ANYWHERE outside the 
home. He gives facts and figures that most people do not know unless 
they are told. 


By TELLING THEM, Star Agents are selling them more Personal 
Effects Insurance this year than ever before. 


S FAR 
Insurance Co. 


Western Department Southern Department 


~ Pacific Coast Depart: t 
CHICAGO NEW ORLEANS OF AMERICA, SAN FRANCISCO 
—s (om Veravine emt samt pi — } 
— a 


Executive Offices: 1 Pershing Square, Park Ave. at 42nd St., New York, N. Y. 











“THE COMPANY WITH THE L. & L. & G. SERVICE’? 
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Split in Arkansas 
Appears Permanent 


opINIONS TOO WIDE APART 





Bank Agency Competition Called 
Devastating; Agent Explains Why 
Fight Occurred 





Little hope is held out for any recon- 

dliation of the two factions in the Ar- 
xansas bank agency fight and the new 
Local Underwriters’ Association is likely 
to be recognized by the National Asso- 
cation of Insurance Agents as its state 
representative in Arkansas, succeeding 
the Arkansas Association. The latter has 
made overtures to the new organization 
to meet for a joint discussion of the 
problems that led to the break but the 
anti-bank agency group sees nothing to 
be gained by such an attempt at a com- 
promise of the difficulty. ; 

The fecling in Arkansas is that the 
hank Agencies are out to drive the regu- 
lar agent out of business. Such compe- 
tition as the bank agency offers is devas- 
tating, according to agents there, and in 
towns where bank agencies predominate 
in number the ordinary agents without 
important financial connections can 
scarcely succeed in their business. 

The situation is rather well set forth 
by Allan Kennedy, a member of Ken- 
nedy & Albers’ agency of Fort Smith, 
Ark., in a letter to Andrew Friberg, a 
member of the bank agency of the Bank- 
ers Trust Co. of Little Rock, Ark., and 
likewise a member of the original Arkan- 
gas Association. Mr. Kennedy declines 
an offer for another meeting of the war- 
ting parties and in explaining how the 
presence of bank agencies reacts on 
other agents he says in part: 

Extending Bank Agencies 

“The bankers in Little Rock seem de- 
termined to extend bank agencies all 
over the state. It appears to be their 
desite to carry on a formidable propa- 
ganda. among the other banks of the 
state to get into the insurance business. 
They are not satisfied with being in it 
themselves—they want all the banks in 
it As they have expressed it, they say 
it would be inconsistent in them to vote 
fora rule of the State Association ask- 
ing the companies not to extend a bank 
ageficy system by creating new bank 
ageficies on the theory that such incon- 
sisteticy would be a_ reflection upon 
thetiselves as agents. This is rather a 
fine point, a little too fine for the prac- 
tical things of this every day world and 
to my mind too exceedingly fine for such 
prag ical people as bankers. 

is frame of mind on the part of 
the bankers is just about as objection 
ablé as it can be to the rest of us agents. 
Mrg Canady of Conway, in her brief 
speéeh of resignation, outlined our feel- 
ings. Speaking -for Fort Smith agents, 
Wwe do not want the banks in Fort Smith 
to get into the fire irisurance business. 
If they do, agencies like mine, which 
have been in operation here for over 
thirty-five years, would not be worth 
twenty-five cents on the dollar and would 
hot support those who own them. 

Calls Fi~ht Forced by Bankers 

“Now if you think, you bankers, that 
We agents are going to co-operate with 
you to destroy our life work, I feel sorry 
for your acumen. This fight was not 
of our seeking. The bankers have forced 
it by their attitude. The letters men- 
tioned above, urging the banks to get 
into the insurance business, have been 
seen by friends of mine, so this much 
1s not a fable. Moreover, at the recent 
State Bankers’’ Association in Hot 
Springs, there were certain bankers who 
openly carried on the propaganda of urg- 
ing the banks to get into the insurance 
business, telling them that “it was fine 
Picking” and that it alone would pay 
their dividends. 

It is well understood by fire insur 
ance people and particularly by the com 
pany managements, that bank agencies 
are frequently interested personally in 
ceping insurance on bad risks when the 
Owners of these risks are in debt to the 





How U. & O. Differs 
From Profit Covers 


CAN BE EMPLOYED TOGETHER 





Special Risks Manager of Travelers 
Fire Brings Out Distinctions 
Between the Policies 
Lyle E. Osborne, manager of special 


risks for the Travelers Fire, says that 
there occasionally is some confusion in 
the minds of agents on the exact differ- 
ences between use and occupancy insur- 
ance and profits insurance. Both insure 
a property owner’s interest in the opera- 
tion of his business. The two coverages, 
according to Mr. Osborne, do not and 
should not conflict in their application 
to any given property and as their in- 
tentions are entirely dissimilar, their 
forms should be drawn so that they 
will not conflict. 

“Use and occupancy is a form of cov- 
erage that insures the property owner,” 
says Mr. Osborne in “Protection,” 
“against the per diem loss which would 
be occasioned through an interruption 
of the daily operation of his business. 
The settlement of a loss under such a 
form is necessarily based upon the 








banks. Any state agent or company offi- 
cial will tell you this and your own judg- 
ment will confirm it. With this well un- 
derstood attitude on the part of the 
companies, why should the bankers force 
such a fight as we had in Little Rock ? 
By that fight, you people have done more 
to emphasize the undgsirability for the 
good of the business generally of the 
bank agency than anything that could 
have happened. 

“Men all over the state are saying that 
the agents are right—that banks have no 
business in the fire insurance business. 
Their personal interests are contrary in 
sO many instances to the interests of the 
companies that they will not cancel risks 
that they ought to cancel. A blind man 
can see this and understand it, and yet 
you bankers, smart men that you are, 
are creating the growth of this knowl- 
edge on the part of the people who are 
already burdened with an excessive fire 
loss ratio.” 
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public, and by our competitors . . 
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amount of net profits ordinarily earned 
by the insured during a twenty-four hour 
day, plus the amount of fixed and un- 
avoidable carrying charges which must 
be continually met during his business 
interruption. This is the only form of 
indemnity that should be sold to the 
owner of a continuously operating manu- 
facturing or mercantile business for cov- 
ering the daily profits derived from the 
operation of his business. 

Profits and Commission Insurance 

“Profits and commissions insurance is 
an entirely different kind of coverage and 
should not be used to take care of any 
per diem losses. Its use, in connection 
with, and in addition to, use and occu- 
pancy coverage on a manufacturing plant 
is very essential where the manufacturer 
has large stocks of finished products on 
hand as, for instance, in the manufac- 


“Good Will is the disposition of a pleased customer to 
return to the place where he has been well treated.” 
That is the Supreme Court's definition. But good will 
goes deeper than mere satisfaction over a business deal. 
| 
We of the “Good Old AETNA” believe that the good 
will voiced for our AZETNA by American agents, by the 
. is the fruit of human 
friendliness as well as a result of playing square with 
Gepr " President 
FETNA INSURANCE COMPANY 
ture of refrigerators. In this case the 


manufacturer operates through the win- 
ter months but the refrigerators are 
stored in warehouses for shipping to the 
trade in the spring. The manufacturer 
therefore has a very legitimate profits 
claim, should one of these finished prod- 
uct warehouses be destroyed; but that 
profits claim is not a per diem claim to 
be based upon the time required to re- 
place those refrigerators and the loss 
should be adjusted upon the same per- 
centage basis that is finally used in set- 
tling the property damage loss, after 
salvage operations are taken into con 
sideration. The combined, but ind-vid- 
ually written, coverages of use and oc- 
cupancy and profits insurance are neces- 
sary to properly cover the insured in 
such a contingency. The profits to be 
insured under these conditions are the 
net profits only.” 
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Tells Agents How 
To Sell Themselves 


TALKS AT NEW ENGLAND MEET 


Clarence T. Hubbard Says Successful 
Agents Should Merchandise Every 
Phase of Personality 


Clarence T. Hubbard, assistant secre- 
tary of the Automobile, gave a good talk 
on how the local agent should sell him- 
self to his clients, speaking this week at 
Eastern Point, Conn., before the sum- 
mer convention of the New England As- 
sociations of Insurance Agents. The talk 
was unique because it was illustrated by 
Mr. Hubbard with sleight-of-hand ex- 
periments in the way of object lessons 
to impress the various points brought 
out, and also with stories and comments 
ot a humorous nature 

Mr. Hubbard divided his talk into 
three main points, each of which were 
illustrated with appropriate experiments. 
These points illustrative as to how New 
England agents could “sell themselves” 
were (1) to learn more about merchan- 
dising, (2) to become more familiar with 
ihe various side line covers, and (3) to 
take a greater interest in forwarding 
New England prosperity. 

Referring to the application of mer- 
chandising to insurance development, the 
speaker said: “If you have ever observed 
the game of quoits you will have noticed 
the stake is always slightly slanted 
towards the player so that he can have 
a better opportunity of making a ringer. 
This is just what n.erchandising accom- 
plishes for the insurance man—it causes 
insurance prospects to slant or incline 
towards the insurance offered. I am re- 
ferring to merchandising methods and 
not personal salesmanship. Much can 
be said about insurance salesmanship, but 
altogether too much has been offered on 
this subject already. Excessive selling 
advice makes salesmanship too involved. 
No two salesmen sell alike any way— 
one sells by enthusiasm, another through 
his ability to talk, a third through his 
persistence in seeing sufficient prospects, 
a fourth because of his few words, a 
fifth because of acquaintance, and so on 
and on. As we know, it requires much 
sunshine to grow tobacco, and yet rice, 
an equally as important substance, ‘will 
net prosper unless submerged in water. 
The cultivation of human beings, just as 
food products, is carried on successfully 
under entirely different conditions and 
no one set rule or method can be ap- 
plied for all. 

‘Sell Yourself to Assured 

“The best way to sell insurance is to 
go out and sell it in keeping with your 
own individuality and your own capacity. 
If, however, to this salesmanship you 
add general merchandising plans you 
call increase your returns and your suc- 
cess accordingly. Merchandising means 
service, it means advertising, it means 
sales promotion methods, it means the 
proper attitude towards the public—it 
means ‘selling yourself.’ 

“We can learn a great deal from the 
businesses outside of insurance—though 
1 believe insurance has now been classi- 
fied as a profession rather than a busi- 
ness—and study the successful merchan- 
dising of others. The biggest and best 
examples are to be found in some of our 
national advertisers who do not stop with 
their advertising, but apply merchandis- 
ing methods through their entire indus- 
tries. They advertise in the most scien- 
tific way to attract attention, then they 
sell with the proper knowledge and atti- 
tude and then serve in the complete 
understanding and in harmony with their 
advertising and selling. They even sell 
their credit demands, their deliveries, 
and their complaints. In short they sell 
themselves, and that is merchandising.” 

Mr. Hubbard illustrated the sugges- 
tion of successful merchandising by de- 
scribing the ways and means employed 
by others. He told of a successful jew- 
eler who sold the highest priced stones 
because of his sincere love for diamonds, 
and based his sales on his heart and 


soul presentation of the stones instead 
of having in mind the cash return which 
would come from the customer. He re- 
ferred to the merchandising which was 
based on enthusiasm and spirit and 
named concerns conspicuous in their suc- 
cess in that direction and also cited as 
an example how other successful mer- 
chandisers based their progress on cour- 
tesy, others on accommodation, diploma- 
cy, service, ete. 

And then again, the present day ten- 
dency is towards cooperative competi- 
tion. Trade organizations and business 
men in a particular line of business are 
getting together and conducting their 
competition cooperatively instead of en- 
deavoring to crowd each other out. In 
this respect insurance has much yet to 
accomplish, although big strides have 
been noticeable and the sooner insur- 
ance companies themselves get together 
and trust each other more and work out 
their problems cooperatively, the better 
will be the insurance profession for all, 
and likewise local agents can best get 
together and frankly tackle their prob- 
lems in a cooperative manner, realizing 
there is room for all instead of each 
man for himself. Again some of the 
bigger department stores have given us 
great examples in this direction, and at 
the present time two of the largest New 
York department stores have a recipro- 
cal arrangement whereby the executives 
tour and inspect each others’ stores once 
a month in order that they may com- 
pete cooperatively instead of against 
each other. 

Mr. Hubbard commented about the 
need of the agent to know more about 
his side line contracts. 

“While I do not believe in urging 
agents to take advantage of the public 
in thrusting upon policyholders addi- 
tional covers of a surplus nature, I do 
believe nevertheless that many under- 
developed opportunities exist in the 
greatest pushing of these lines. For in- 
stance, through the West I observe so 
many agents taking advantage of the 
tornado rider for automobiles, which also 
covers against explosion, earthquake, and 
water damage, all for 10c. a hundred, 
and not over 15c. at the most, though in 
the East this is seldom done. It only 
means $1.50 additional premium for the 
average car owner, yet these agents who 
carry out the plan report this supple- 
mental coverage is accepted generally 
without any protest whatever, and the 
cumulative commission in the course of 
a year will go a long ways toward re- 
ducing office expense.” 

CANADIAN FIRE MEETING 
Underwriters’ Association Convention at 
Toronto June 22-23; Nominations 
For Officers 
The Canadian Fire Underwriters’ As- 
sociation will hold its annual meeting at 
the Royal Canadian Yacht Club at To- 
ronto, on Tuesday and Wednesday, June 

22-23. 

The following have been nominated by 
the executive committee for honorary 
officers of the association: President, 
Lewis Laing, Liverpool & London & 
Globe; vice-president for Ontario, W. M. 
Cox, Western Assurance; vice-president 
for Quebec, J. W. Binnie, Globe & 
Rutgers. 

Four new members have been nomi- 
nated for the executive committee as 
follows: J. H. Labelle, Royal; J. W. 
Tatley, Phoenix of Hartford; Alex. 
Hurry, Northern Assurance; H. A. Jos- 
lin, New York Underwriters, to take the 
places of C. H. Hanson, E. E.*°Kenyon, 
P. L. Monkman and C. E. Sword, whose 
terms are expiring. A. M. M. Kirk- 
patrick, Home, and W. E. Baldwin, Con- 
tinental, have been nominated to the ex- 
ecutive committee as past presidents of 
the association, to take the places of 
Past Presidents J. B. Laidlaw and Har- 
old Hampson. 





BAILEY VISITS WEST 
C. Weston Bailey, president of The 
American Insurance Company of New- 
ark, this week visited Chicago and Rock- 


ford, IIl. 
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CHARLES S. DODD ILL 

Charles S. Dodd, resident manager of 
the Newark office of the Royal, presi- 
dent of Charles S. Dodd, Inc., general 
insurance, and a member of a number 
of local insurance organizations in New- 
ark, is seriously ill at his home in South 
Orange, N. J. The nature of his illness 
could not be learned. = 
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Second Year Is Auto 
Agent’s Opportunity 


cAR IS PAID FOR BY THEN 





Meanwhile, Though Car Is Financed, 
Agent Can Develop Other Lines 
and Friendly Feeling 





Rk. H. Goodwin, assistant manager of 
the Eastern department of the Fireman’s 
Fund at Boston, is not downhearted over 
the wholesale automobile situation and 
the scheme of carrying automobile fire 
and theft insurance on the first year of 
a car through a finance account. In tell- 
ing the local agent how he should make 
the best of his chances offered by this 
condition Mr. Goodwin says: 

“This second year period denotes an 
important event in the situation for the 
car owner and for the automobile insur- 
ance agent. The car owner is free; free 
to enjoy his hard bought possession, free 
to call it his very own, but, above all, 
free to insure where, when, and with 
whom he pleases. The agent is also 
free: free to solicit the business without 
the competition of the finance company. 

“Wholesale insurance cannot and will 
not take the place of the interested, 
friendly, and efficient local service which 
has ever been furnished the insuring pub- 
lic by our local agents. In the very na- 
ture of things, a finance company oper- 
ating on a wholesale scale cannot serve 
customers in the individual and personal 
way in which the local agent can. 


Cultivate New Car Owners 


“Suppose we grant, for the sake of 
argument, that many new cars will con- 
tinue to be insured through finance com- 
pany arrangements; that does not mean 
that the automobile insurance business 
of our local agents has gone to the dogs, 
for such is not the case. Our agents 
should not close the account, or forget 
their old customers because of failure to 
secure the fire and theft insurance on 
the new automobiles; on the contrary, 
they should increasingly cultivate the 
owners of new cars, and make a perma- 
nent record in their files of the dates on 
which the new automobiles were pur- 
chased, keeping the future in mind. They 
can, in the meantime, serve their cus- 
tomers with such other coverages as col- 
lision, property damage, and liability on 
automobiles, and with fire and _ other 
kinds of insurance on other properties, 
but above all, agents should remember 
the second year. 

“They should make the car owner 
more than a prospect, and treat him as 
a regular customer who has perhaps been 
away from home temporarily. Finance 
company insurance is temporary insur- 
ance at best, while the local agent is a 
permanent institution, and will outlive 
all the wholesale insurance schemes 
which have been or may later be in- 
vented,” 





INSURANCE EXCHANGE MEET 


July 9 has been fixed as the date for 
the annual meeting and outing of the 
Insurance Exchange of Richmond. The 
place of meeting and other details are 
yet to be arranged. Officers of the body 
are: T. Garnett Tabb, president; W. J. 
Johnson, vice-president; Archer L. 
Richardson, secretary-treasurer. Mr. 
Johnson is slated to be elevated to the 
presidency. 


D. G. NORTH A FATHER 


Donald G. North, head of the North 
insurance Agency of New Haven, Conn., 
is the father of a baby daughter born 
June 10. Mr. North is one of the lead- 
ing figures in‘the National Association 
of Insurance Agents, and former presi- 
dent of the Connecticut Association. 

FIRE PATROL MEETS 

The Fire Insurance Patrol of Philadel- 
phia held its annual meeting yesterday 
morning, June 17, at the Insurance So- 
ciety Building. 

Men are like motors—they stall easily 
when cold. Get the heat of enthusiasm 
into your work. 


PALMETTO STATES TAX CASE 





Says It Has Paid Taxes in Many States, 
So Does Not Owe Michigan 
Full Amount 

With the arrival last week at Lansing, 
Mich., of a brief from Cabell, Ignatius 
& Lown, New York attorneys for the 
Palmetto Fire of Sumter, S. C., setting 
forth the company’s position with re- 
gards the demand of the Michigan de- 
partment that $11,930 in additional taxes 
be paid this state on 1925 business, it is 
thought probable that an early opinion 
may be obtained from the Michigan at- 
torney general’s department as to the 
validity of Commissioner Leonhard T. 
Hands’ stand in the matter. Should the 
opinion support the commissioner’s, trial 
of the issue in the Michigan Supreme 
Court is virtually assured, as James 
Munroe Lown, of the Palmetto counsel- 
lors, who conferred with Commissioner 
Hands here on the matter, promised that 
a “friendly action” would be started to 
determine the tax question finally if the 
attorney general’s opinion, also, proved 
adverse. 

The brief merely reiterates at length 
the argument advanced by Mr. Lown 
during his visit there to the effect that 


only part of the Michigan department’s 
claim is valid because the Palmetto paid 
taxes in a number of states on their 
respective portions of the Chrysler auto- 
mobile business. It is the Chrysler 
wholesale fire and theft coverage con- 
tract, written under what was claimed 
to be a Michigan contract, which is the 
issue in the case, as it is the contract 
on which Commissioner Hands bases his 
contention that the Palmetto owes taxes 
on all Chrysler business in this state. 
The department has admissions from the 
Chrysler Sales Corporation that the -en- 
tire premium for insuring the Chrysler 
output is paid in Michigan to the Michi- 
gan representative of the Palmetto. 


BIDDLE RESIGNS AS EDITOR 

Charles H. Biddle, Wilkes-Barre, Pa., 
one of the leading agents in eastern 
Pennsylvania, has resigned as editor of 
“The Pennsylvanian,” the monthly organ 
of the Pennsylvania Association of In- 
surance Agents. Mr. Biddle was former- 
ly president of the association. Both he 
and Mrs. Biddle have been touring the 
South recently by automobile. 


The Security National Fire of Galves- 
ton has been granted a license to do 
business in Colorado. 
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What do you want? 


When the Insurance Advertising Conference meets in conven- 
tion at Philadelphia on June 21st and 22nd certain representative 
local agents will tell what advertising services they most desire 
from their companies. Round table discussions among the many 
insurance advertising managers present will then be held. 


Thus an earnest attempt is being made to aid local agents i: 
selling insurance protection. The First American goes on record 
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Fire Sales Talks 
Of Late R. V. Watt 


TOLD IN NARRATIVE FORM 
F. J. Perry, Agency Superintendent of 
Group of Companies on Pacific, 
Co-Author of Broachure 


An interesting insurance sales pamph- 
let, covering in narrative form different 
fire and casualty lines required by mer- 
chants and manufacturers, was prepared 
just prior to his death by the late Rolla 
V. Watt, manager at San Francisco for 
several companies, including the Royal, 
Queen, Newark, Capital, Royal Indem- 
nity and Eagle Indemnity, and by Fred- 
eric J. Perry, agency superintendent. 
This pamp jhlet is being used widely for 
getting up insurance talks before Cham 
bers of Commerce, Rotary and Kiwanis 
Clubs and the like, and is copyrighted. 

The story deals with the insurance re- 
quirements of a certain John Smith and 
his family. Mr. Smith goes into business 
for himself by starting a grocery store 
and his subsequent experience demon 
strates the need for insurance protection 
of various kinds. 

Here are some of the fire insurance 
side-lines which Mr. Smith purchases: 

Leasehold Insurance 

The neighborhood in which John Smith 
established himself is growing rapidly. 
Trade in the Smith grocery is increasing 
by leaps and bounds. As the location of 
John’s store becomes more and more yal- 
uable, the lease also increases in worth 
to our grocer. An insurance agent who 
maintains'an office in the same neighbor- 
hood as‘the Smith grocery is aware of 
the fact that increased property values 
mean more valuable leases. He loses 
no time in pointing this out to John, who 
decides to carry Leasehold Insurance, 
which would indemnify him against mon 
etary loss of his valuable lease in case 
of fire. If fire should destroy the Smith 
grocery, the owner would have to pay 
considerably.more rent for a similar lo 
cation. Leasehold insurance covers his 
investment in the lease. 


Inland Marine 

People hear of the fine merchandise of 
the Smith grocery, and the “Smith Serv- 
ice” is becoming a by-word. As a result, 
orders for shipment to country homes 
and Eastern friends are coming in. On 
such shipments through the post office, 
the well-known grocer carries parcel post 
insurance. This form of coverage is sold 
by the insurance companies at lower 
rates than those charged by the Gov- 
ernment. Packages sent by registered 
mail are also insured by the Smith gro- 
cery; insurance is again taken out with 
the private companies, since there is no 
limit to the liability assumed by them, 
-whereas Uncle Sam insures only pack- 
ages valued at no more than $50, Also 
the registered mail insurance rates 
charged by the insurance companies are 
lower than the Government’s. Whenever 
merchandise is shipped up the Sacramen 
to River or across the Pacific- yes, Mr. 
Smith is no longer a “small potato”—ma- 
rine insurance is taken out to cover loss 
by perils of the sea. Inland marine in- 
surance is carried on shipments by rail 

or motor truck. 

Rent, Use and Occupancy 

Smith leases the second floor of his 
building for office purposes, and, since he 
would lose this rental income in case of 
fire, he applies for rent insurance. The 
rental value of that part of the building 
occupied by his own store is large, and 
he procures rental value insurance, which 
would compensate him for approximately 
the amount of rent he would have to pay 
in another similarly valuable location, 
during the period he might be dispos- 
sessed of his premises after a fire. Mr. 
Smith's agent now informs him of ‘the 
wisdom of insuring his profits, since his 
business is highly profitable. This form 
of coverage is known as use and occu 
pancy insurance or business interrup 
tkon insurance. ft covers a. merchant’s 
or manufacturer’s prospective earnings 
interrupted by fire. In this instance, use 


and occupancy insurance would cover, in 
the event of fire, the grocer’s loss of net 
profits plus certain fixed overhead ex- 
penses. The latter would embrace sala- 
ries paid valuable and necessary em- 
ployes, whom it would be advisable to 
continue on the payroll; taxes, interest 
on indebtedness; contracts for lighting, 
power and advertising ; and . numerous 
other fixed expenses. 

Ours friend’s business has assumed 
proportions that justify the installation 
of automatic sprinkler equipment. 3e- 
cause of this, Mr. Smith requires sprin- 
kler leakage insurance to cover the ac- 
cidental discharge of sprinkler heads and 
the consequent water damage to his 
merchandise. Mr. Smith has a large cold 
storage plant on his premises and car- 
ries explosion insurance against the de- 
struction of the ammonia tanks in the 
refrigerating apparatus. This insurance 
also pays for damage by explosion, how- 
ever caused, a coverage excluded from 
the ordinary fire policy. 

There is not much danger from wind- 
storms in California. However, occa 
sionally there are such natural disturb 
ances, which accounts for the grocer 
adding windstorm or tornado insurance 
to his various coverages. He obtains 
lightning insurance by simply having his 
fire policies endorsed with a lightning 
clause, which covers any loss as a result 
of lightning whether or not fire ensues. 


BRUNS TALKS TO AGENTS 


Syracuse Executive Says Companies Are 
Giving Agents Place in Man- 
agement of Affairs 

lrederick V. Bruns, president of the 
local agency of Bruns, Allis & Munns of 
Syracuse, N. Y., president of the Excel- 
sior Fi ire, and past-president of the New 
York State Association of Insurance 
Agents, spoke of the encouraging devel 
opment of closer relationship between 
company officials and agents in the man- 
agement of the companies in a talk given 
‘Tuesday at New London, Conn., before 
the New England Agents’ convention. 

“lor many years, insurance agents,” 
said Mr. Bruns, “as they have been able, 
have purchased stock in many of the in- 
surance companic s which they have rep- 
resented. They have acquired a new in- 
terest in the financial, the underwriting 
problems of their principals. Today there 
is appearing on the horizon a new and 
an increasingly optimistic note in the re 
lationship of the producer and the prin 
cipal. Already several stock fire insur- 
ance companies are organized with local 
insurance agents in executive positions 
and local insurance agents as directors. 

‘A new era of wonderful teamwork is 

in the offing. When every insurance 
agent in America can be permitted, toa 
degree, at least, to have financial or ex- 
ecutive interest in the administration of 
the great insurance companies of Amer- 
ica, the loss ratio in America will de- 
crease. The natural greed for business 
will be tempered by more refusals over 
the agents’ counters. The attack on in- 
surance as a business by legislature and 
by the public wil be minimized when 
the ownership and control of the great 
insurance corporations of America are 
placed in the hands, even to a small de- 
gree, of the hundreds of thousands of 
citizens of America who make their liv- 
ing in the business of insurance.” 


PUSH DRIVE FOR MEMBERS 

\ nation-wide effort will be made to 
attain or pass the membership quotas 
set for the National Association of In 
surance Agents before August 15, it was 
announced this week by Clyde B. Smith, 
chairman of the National Association 
membership committee. 


STILLMAN—DEYO 
Another wedding of the near future 
will be that of Miss Lillian Deyo of 
Elizabeth, N. J., to Charles Stillman, of 
White Plains, N. Y. Miss Deyo was for 
merly connected with the American of 
Newark. 


_ Some people don't think they need 
insurance until they need it. 











Build today, then, strong and sure 
With a firm and ample base— 


That ascending and secure 
Shall tomorrow find its place. 
—Longfellow 


HOUGHTFUL considerate 
and prompt attention to the 
interests of its agents and policy- 
holders through a capable field 
staff backed by sympathetic and 
alert attention from its officials 
whose aim is to promote mutual 
confidence through contact and 
cooperation. 


London & Srottish Assurance 


Corporation, Ltd. 
London, England 


United States Branch 
135 William Street, New York 
HORATIO N. KELSEY, Manager 
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Shouldn’t Wait Crisis 
Before Insuring 
COMMENT UPON BRITISH STRIKE 





i Glazebrook of Royal Says 
ps Companies Showed Con- 
fidence in General Public 





Among the subjects discussed at the 
annual meeting of the Royal in Liver- 
pool by W. R. Glazebrook, chairman of 
the company, was that of the recent 
general strike in Great Britain and the 
attitude of the insurance companies 
thereto. Along this line the chairman 


muWe naturally rejoice that the stress 
and strain of the general strike are hap- 
yily removed, though our actual opera- 
tions were not likely to have been direct- 
ly inconvenienced. On the other hand, 
we think we can claim that insurance 
companies did something to encourage 
the nation to carry out the Premier’s 
initial slogan of ‘keep steady.’ What I 
mean is that it must have helped in pro- 
ducing a steadying effect to read in the 
oficial publication on the eighth day of 
the strike that insurance companies were 
covering riot, civil commotion, and such 
like risks in some cases at 3d. per cent., 
and for nothing at all in the case of pri- 
vate motor cars. The confidence of the 
companies in the ultimate good sense of 
the people has been justified, and, while 
we did cover very large amounts against 
these abnormal risks, the rates charged 
were so low that the total profit will not 
be of material amount, notwithstanding 
the comparative freedom from claims. 

“There is little really to be gained by 
us in such sporadic outbursts of demand 
fo special covers, but we feel it essen- 
tial to provide our clients with the pro- 
tection they desire. What we really want 
~and our rates are fixed on a low basis 
for the purpose—is to induce our policy- 
holders to insure against these special 
perils as a regular thing, and not to leave 
the effecting of the insurance until a 
crisis is upon them, any more than they 
would delay arranging for their ordinary 
fire insurance until the clang of the fire 
gine is heard down the street. Possi- 
bly you may think this observation em- 
bodies the sinister suggestion of a con- 
tinuing threat of disturbances, but it is 
not so, and we should gladly join in the 
universal rejoicing if this generation 
which has known the Great War and the 
Great Strike should also have the pleas- 
ant experience of a Great Truce in the 
industrial world, with all differences 
sunk in one universal effort to re-estab- 
lish the prosperity of all classes of the 
community.” 





NATIONAL UNION SPECIAL 

The National Union has announced 
the appointment as of July 1, of Theo- 
ore L. Jones as special agent for Maine, 
New Hampshire, eastern Massachusetts 
and Rhode Island, with headquarters in 
Boston. He will be associated with Gen- 
eral Agent Frank E. Dunham. Mr. 
ones is a native of Somerville, Mass., 
and for the last five years has been with 
Randall, McCarthy & Co. of Boston, 


handling side lines and automobile 
covers, 


INSURANCE CLUB OUTING 
The Scottish Union and National In- 
surance Club held its annual outing at 
the Winpoq Club in Windsor, Conn., 
last week. The winners of the sports 
‘vents were Miss Marion Cairns, Earl 
elanger, Otis Collins and Robert Hill. 
_ baseball game between teams cap- 
Tbe by Elmer Johnson and Chester 


els resulted in a tie. 


TO INCREASE CAPITAL 


h he Merchants of Providence, R. I, 
= had its charter amended at the last 
— of the legislature so that it may 
$1 S00 its capital from $500,000 to 
ae gry and it is the intention of the 
“phe of directors to increase the capital 
-f part of the authorized increase some 
during the year, 









CLARK NAMES COMMITTEES 





Western Bureau President Appoints 
Personnel of Fourteen Standing 
Committees for 1926-27 
President Herbert A. Clark of the 
Western Insurance Bureau has appoint- 
ed the standing committees for the com- 
ing year, to hold office until the annual 
meeting next day. Following are the 
names of the chairmen of the various 

committees : 

Conference Committee—W. D. Wil- 
liams, chairman. 

Executive Committee—N. A. Weed, 


chairman. 

Grievance Committee—Victor Roth, 
chairman. 

Arbitration Committee—W. D. Wil- 
liams, chairman. 

Finance Committee—B. Auerbach, 
chairman. 


Membership Committee—W. E. Wol- 
laeger, chairman. 

Map Committee—C. H. Yunker, chair- 
man. 

Patrol Committee—Victor Roth, chair- 
man. 

Program Committee—F. S. Danforth, 
chairman. 

Publicity and Education Committee— 
B. Auerbach, chairman. 


Traction Committee—G. R. Davies, 
chairman. 
Uniform Forms Committee—F.  S. 


Danforth, chairman. 

Committee on Cooperation of. Bureau 
Field Men-—Rawlings and Hewett, chair- 
men. 

Supervisory Committee--H. A. Clark, 
W. D. Williams and C. H. Yunker. 
ZAUNER WITH FRED S. JAMES 

EK. H. Zauner joins Fred S. James & 
Co, on June 21 as counterman. He has 
been engaged in fire underwriting in 


New York City for several years, the 
last three of which he has been in the 


city office of the Automobile of Hart- 
ford. 
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July 4. 


Facts in the Case 


Continental Congress Adopted a resolution De- 
claring for Independence July 2, 1776. 


Declaration of Independence unanimously and 
formally adopted by Congress and signed by the 
President, John Hancock of Massachusetts, 


Declaration Engrossed on Parchment and pre- 
sented to Congress August 2. John Hancock 
/) again affixed his now famous signature and de- 


adopted the Declaration. 


Jesse S. Phillips, former superintendent 
of the New York insurance department, 
now president of the Great American 
Indemnity, will be one of the speakers at 
the annual convention of the Virginia 
Association of Insurance Agents to be 
held at the new Monticello hotel in 
Charlottesville, June 23-24. He _ has 
agreed to talk to the agents on some 
phases of the casualty business. Others 
who have accepted invitations to de- 
liver addresses are Commissioner Joseph 
Button, of Virginia; Waiter H. Bennett, 
secretary of the National Association; 
and W. N. Bament, chief adjuster for 
the Home of New York. There will be 
a banquet at the Monticello the evening 
of the first day with Maurice G. Long, 
noted humorist, of Norfolk, as the prin- 
cipal speaker. 


FIRE CHIEFS’ MEETING : 
When the fourth annual convention of 
the New England Association of lire 
Chiefs meets at Manchester, N. H., on 
June 22-24, the delegates will hear sev- 
eral prominent speakers including Chief 
John Kenlon of New York City, Colonel 
William B. Burpee of the New Hamp- 
shire Fire, Secretary Franklin H. Went- 
worth of ‘the National Fire Protection 
Association, Assistant Secretary John S. 
Caldwell of the New England Insurance 
Exchange, and several others. 


REPRESENTATION IN BRONX 

William H. Koop, president of the New 
York Fire Insurance Exchange, follow- 
ing the action recently taken by that 
body in providing that a special commit- 
tee be appointed to consider the advisa- 
bility of permitting companies additional 
agency or branch office representation in 
the Bronx, has appointed the following 
committee: Charles R. Pitcher, Royal, 
chairman; A. R. Hanners, Commercial 
Union; H. J. Zechlin, Niagara Fire; C. 
W. Sparks, McBain & Sparks, Inc.; John 
B. Faatz, Northwestern National, and W. 
J. Reynolds, Central Fire Agency, Inc. 
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a clared, “I write so that George the Third may y 
A read without his spectacles.” Forty-nine others ly 
te then signed, and later the entire fifty-six who AY 
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N. F. P. A. ACTIVITIES 
Fire Prevention Engineers Report on 
Work in Trenton and Several New 
England Cities 

_ The National Fire Protection Associa- 
tion in its latest bulletin gives informa- 
tion on the fire prevention activities in 
several New England states and New 
Jersey. Following is a resume of the 
work being undertaken: 

Hartford, Conn. 


The field engineers met with a repre- 
sentative group of members of the Cham- 
ber of Commerce, which group voted to 
organize a local fire prevention com- 
mittee, 
Cambridge, Mass. 

Our field engineers are undertaking 
work in Cambridge in cooperation with 
a group of the leading manufacturers of 
that city. 

Lowell, Mass. 

Progress is being made in Lowell to- 
ward the creation of an efficiently func 
tioning fire prevention organization, 
Trenton, N. J. 

_ Field Engineer Bugbee made an inves- 
tigation of fire prevention work in Tren- 
ton during the past month. Fire pro- 
tection conditions are in general very sat- 
isfactory. Weak structural conditions in 
the congested value district offer the 
most serious present problem, 
Haverhill, Mass. 

Our field engineers are working to 
create a fire prevention organization in 
Haverhill whose conflagration hazard is 
high and whose loss record is unsatis- 
factory. 

Portland, Me. 


Several fire prevention ordinances are 
now being prepared for adoption in Port- 
land. A new building code is being com- 
pleted and a new electrical code and a 
fire prevention code are in process of 
preparation, 

Holyoke, Mass. 

Following a visit of Field Engineer 
Sond a fire prevention committee is be- 
ing organized by the Chamber of Cori- 
merce, It will first try to find some way 
to eliminate a local hazard in the form 
of rubbish and ash disposal chutes in 
tenement and apartment houses which 
are a very frequent source of fire in 
that city. 


| es 


WEST VIRGINIA MEETING 

Past-President Eugene A. Beach of 
the New York State Association of Local 
Agents will be one of the principal 
speakers at the annual convention of the 
West Virginia Association at Morgan- 
town, W. Va., June 24-25. He will talk 
on the automobile club situation in New 
York State. Other outside speakers will 
include F. P. Stanley, vice-president of 
the Norwich Union Indemnity and Cap- 
tain W. E. White, deputy insurance com- 
missioner. Frank R. Bell, Charleston, 
W. Va., past-president of the National 
Association, will also speak. 


FIRE TRAINING COURSE 
The Travelers Fire is starting a fire 
insurance training course for its special 
agents. Similar courses have been given 
for several years for agents in the life 
and casualty branches of the business. 
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How the Attna Helps Its Agents 
Sell Accident and Health Insurance 
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URING JUNE, /Etna-izers everywhere are concentrating 
their efforts on the sale of “Income Protection.’’ tna 
advertising will play a considerable part in the month’s activities. 


A full page in the Saturday Evening 
Post has already introduced the subject 
to millions of readers. ‘This is being fol- 
lowed bya letter campaign, the names 
of prospects furnished by the agents, 
but all mailing details shouldered by 


the company. A great variety of Ac- 
cident and Health folders, newspaper 
advertisements, blotters, movie slides 
and other advertising material com- 
bine to awaken the public to the need 
of this protection. 


[t Certainly Pays to be an AE TNA-IZER! 


JETNA LIFE INSURANCE COMPANY 
affiliated with 


JETNA CASUALTY and SURETY CO. 


STANDARD FIRE INSURANCE CO. 


AUTOMOBILE INSURANCE CO., of Hartford, Connecticut 
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Home Issues New 
Trip Transit Cover 


FOR LOCAL AGENT’S” SERVICE 


Company Has Simplified Form That 
Can Be Adapted to Requirements 
of Assured Immediately 


To promote the sale of trip transit 
insurance, covering railroad, express 
or truck shipments, the marine depart- 
ment of the Home has revised its trans- 
portation policy. The simplified contract 
has been reduced in size to fit conven- 
iently any standard make of typewriting 
machine. 

The Home finds that there are nu- 
merous times when an agent will receive 
a request to insure a shipment by rail, 
automobile or steamer and finds that his 
office is not equipped with the policy 
forms for handling these lines. ‘Trip 
transit requires prompt handling and, if 
an agency has the proper equipment, it 
is enabled to give the ready service 
which is of the utmost importance when 
shipments are scheduled to be made im- 
mediately. Shippers and public truck 
men are all-year-round prospects for this 
form of insurance. 

Copy of New Policy 

Following is copy of the simplified pol- 
icy contract: 

(A)—If Shipped per Railway and/or Express 
While on Railway Cars (Not Waterborne). 
Fire, lightning, cyclone, tornado, collision (the 

coming of cars together during coupling shall 

not be deemed a collision), derailment and /or 
floods (caused by rising navigable waters). 

While on Railway Cars (on car floats, rail- 
way transfers and /or ferries). Sinking, strand- 
ing, burning, on fire, or collision wtih another 
ship or vessel. 

(B)—If Shipped per Automobile Truck and /or 

Land Conveyance. 

Fire, and/or flood (caused by rising navi- 
gable waters), and/or upset and/or collisoin 
(striking any portion of the roadbed, or by 
striking the rails or ties of street, steam or elec- 
gable waters), and/or upset and/or collission 
also for collapse of any bridge or bridges. War- 
ranted the tonnage carried on the vehicle is 
not in excess of the stipulated and carrying ton- 
nage of such bridge or bridges. To cover also 
while being transported on or in said Trucks 
or any regular ferry line against the risk of 
sinking, stranding, burning, on fire, or col- 
lision wit hanother ship or vessel. 

(C)—If Shipped per Regular Lines of Steamers 
(as provided in “Scope of Insurance’’). 

_ Sinking, stranding, burning, on fire, or colli- 

lision with another ship or vessel. 

(D)—To pay proportion of General Average 
and /or Salvage charges for which said goods 
and /or merchandise may be legally liable. 

Provided, however, in the event of expenditure 
for salvage, salvage charges, or as sue and labor 
expenses, this policy shall only be liable for its 
share of such proportion of the amount charge- 
able to the property hereby insured, as the in- 
sured value, less loss and /or damage, if any, for 
which the insurer is liable, bears to the actual 
value of the salved property. 

(E)—To pay for loss by theft of entire shipping 
packages and only while the same are in 
transit, in the custody of any common car- 
rier or other bailee, who shall have issued 
a steamer, railway or American Express 
Company bill-of-lading; and in no event 
shall this policy be construed to cover the 

_tisks of pilferage. 

This clause shall not otherwise be construed to 
cover risk of theft of goods shipped per auto- 
mobile trucks and /or land conveyances (referred 
to in clause “B” as above). 

(F)—Whilst on Shore (as provided in “Scope 
of Insurance”’). 

Fire, Flood (caused by rising navigable wa- 
ters), and/or collapse or subsidence of docks, 
wharves or pters. 


COAL STRIKE POLICIES 


A considerable number of insurance 
policies were, issued some months ago 
in the London market providing for the 
payment of certain sums for each day 
that the coal strike, after the expiration 
of 14 days, and, in respect of these, 
claims will, of course, be paid. It is 
understood, however, that the sums re- 
ceived in premiums still exceed the 
claims, and that the strike would have 
to last some little time yet before claims 
exceeded the premium payments. On 
principle, underwriters made it a rule 
that no policies of this type should be 
available for owners of collieries. 


Royal Chairman on 
Marine Reinsurance 


LITTLE OF IT IS PROFITABLE 





Original Rates So Low There Is 
Difficulty in Placing Large 
Reinsurance Covers 





Many public references have lately 
been made to alleged difficulties in ar- 
ranging reinsurances of certain sections 
of marine business—a development which 
will have given satisfaction to those un- 
derwriters who have maintained that 
large reinsurances have had unfavorable 
results on the business. Nothing would 
be so effective in bringing about a di- 
minution of the system as realization on 
the part of the companies which have 
accepted considerable reinsurance that 
the business was not worth transacting. 
It follows that if there is little profit for 
companies writing business direct, of if 
there is none at all, as has been shown 
in many cases, the rates received by the 
companies accepting reinsurances, after 
deduction of commission to the original 
offices, may be quite inadequate, even al- 
lowing for a lower level of working costs. 

The matter was referred to by W. R. 
Glazebrook, chairman of the Royal, at 
the recent annual meeting in England of 
the company. Mr. Glazebrook supported 
the view that for the last three years the 
writing of hull risks had been done at 
rates which do not admit of any profit. 
The list of losses reported by offices in 
the transaction of marine business during 
those years is, indeed, a melancholy one. 

Another point referred to by Mr. 
Glazebrook was the forthcoming issue of 
the report of the Departmental Commit- 
tee appointed by the British Board of 
Trade to consider the working of the 
Assurance Companies Act of 1909. Cer- 
tain important recommendations are gen- 
erally anticipated; yet the chairman was 
able to express confidence that whatever 
changes might be proposed, they would 
not operate in any way to the detriment 
of the company. That means that they 
should not affect unfavorably the con- 
duct of insurance by any first class 
offices. 

Care, it is known, has been exercised 
in order that the work of the properly 
conducted offices should not be handi- 
capped, while the main effect of the pro- 
posed legislation should be to check the 
activities of any institutions whose meth- 
ods did not merit the confidence of the 
public. Representatives of all that is 
best in British insurance have rightly 
come forward to assist the committee in 
every possible way to consider how safe- 
guards may be introduced to protect the 
public form irresponsible attempts to 
trade on the name of British insurance. 


Telephones: 





CHESTER M. CLOUD | 


Metropolitan Agent 
Home Insurance Company (Automobile Dept.) 
Maryland Casualty Company (Casualty Lines) 
Harmonia Fire Insurance Company 
London & Scottish Assurance Corp., Ltd. Fire Insurance 
N. W. Corner Maiden Lane and William Street 
John 1363-5976 
New York City 




















INSTITUTE CLAUSE CHANGES 





Two Amendments to Come Into Opera- 
tion July 1 for London 
Underwriters 
Except in cases of urgency the Insti- 
tute of London Underwriters only makes 
changes in clauses on January | and July 
1 in each year. As an indication of the 
few changes made of late, it may be 
mentioned that during the past half year, 
only two amendments have been made, 
both scheduled to come into operation 

on July 1 next. 

Of these the first applies to the Insti- 
tute clauses for builders’ risks which is 
now to read: “Warranted free of loss or 
damage directly or indirectly caused by 
earthquake, volcanic eruption or tidal 
wave resulting therefrom,” the additional 
words which form the amendment being 
given in bold face. This amendment 
merely fulfils the intention of the clause, 
which previously was not sufficiently 
comprehensive, and it follows the prac- 
tice set up with regard to earthquake 
risks in other insurances. 

The second amendment applies to the 
“Standard T. L. O. Clauses,” and brings 
these into line with the Institute Time 
Clauses with regard to the “Returns 
Clause,” which will in future read “To 
POURS 6 6655 per cent. for each uncom- 
menced month if it be mutually agreed 
to cancel this policy (and arrival),” 
whereas in its present form it reads “To 
POUT: . 06k per cent. for each uncom- 
menced month if this policy be cancelled, 
such cancelment to be at the option of 
the assured (and arrival).” 

The Journal of Commerce (Liverpool) 





says: 

“This is not an important amendment, 
but it is an interesting one. It would 
seem as if in the past the old form had 
been overlooked, for there appears to 
be no reason why cancelment should be 
at the option of the assured in one case 
and by mutual agreement in another. In- 
deed, it is by no means desirable that 
the assured should have optional can- 
celment at his disposal, as was proved 
after the war, when, but for the Insti- 
tute form of returns clause underwrit- 
ers would have been penalised to a very 
considerable extent by existing contracts 
being cancelled and replaced by others 
on a much lower valuation. As it was, 
it may be recalled, underwriters were 
able to stand out, and a custom was es- 











APPLETON & COX, Inc. 


1 South William Street, New York 





AUTOMOBILE INSURANCE 
United States Merchants & Shippers Insurance Co., New York 
Admitted Assets, $4,976,780.91 
Tokio Marine and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $7,400,761.92 


Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,285,952.89 
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tablished by which, in the event of can- 
celment, a certain proportion of the can- 
celling return was retained by the under- 
writers as provision against claims al- 
ready incurred, and also, of course, as 
a consideration for the loss of premium 
which was the result of a reduction in 
insured values.” 


W. H. P. LESLIE DEAD 

The death of W. H. P. Leslie, one of 
the best known and most popular brok- 
ers and underwriters at Lloyd’s, London, 
occurred recently. The following obitu- 
ary notice appeared in the London 
Times: 

“By the death of Mr. W. H. P. Leslie, 
Lloyd’s loses one of its best known mem- 
bers. Mr. Leslie spent the first three 
years of his business career with the firm 
of Dumas and Wylie, Limited. He was 
elected a member of Lloyd’s in 1881. He 
then became associated with Mr. H. T. 
Tiffen, and in 1885 was joined by Mr. 
John Godwin. As the result, the firm of 
Leslie and Godwin, Limited, was found- 
ed, and was numbered among the lead- 
ing insurance broking companies. In 
1910 Mr. Leslie had an active share in 
the formation of Lloyd’s Brokers’ Asso- 
ciation and was its first chairman, In 
1919 he took a large part in the organi- 
zation of the Sea Services Commemora- 
tion on the Thames, when the King led 
the procession of lifeboats in the Royal 


barge. He was one of the representa- 
tives of the ‘Room,” who are serving 
on the New Lloyd’s Building Sub- 


Committee.” 


AGENT’S AUTOMOBILE NOVELTY 

Alfred W. Day, local agent at Dunel- 
len, N. J., of the Home and other com- 
panies, uses to advantage a license card 
holder as a means of keeping his name 
before the automobile public of his sec- 
tion, The holder is made of a special 
light-weight manila-like material called 
“red rope,” and the printing is black. 
It has a flap which protects the card. 
When the flap is raised, as shown below, 
the card can easily be displayed without 
the necessity of removing it. 

Right below the opening in the card, 
the holder carries the. message, “You 
could not drive without a license—why 
drive without insurance?” while on the 
outside of the flap we see, “Find out the 
cost of insuring your car by consulting 
Alfred W. Day”—followed by address 
and telephone number. 

A novelty like this one, mailed out with 
a sales letter, makes a strong yet pleas- 
ing appeal for automobile insurance. 


MADE HEAD COUNTERMAN 
James A. McCormick has been pro- 
moted to the position of chief counter- 
man at the metropolitan district branch 
office of the Sun Insurance Office. He 
succeeds Wallace Minchin, who recently 
resigned from the Sun. 





GOVERNMENT INSURANCE 
There is now extensive 
insurance at Costa Rica. Formerly, sev- 
eral British and American companies 
were operating there. 


government 


RETURNS FROM CANADA 
Paul B. Sommers, vice-president of 
The American of Newark, has returned 
from a_ three weeks’ business trip 
to Montreal and Toronto. 














Cuba and Its Experiences With Sugar 
Ikvery country which has placed too 
much dependence upon any one crop has 


had bitter moments. The crop may fail, 
or, What is almost as bad, there comes 
a period of over-production when the 
crop growers cannot make a living and 
those dependent upon them - suffer. 
Gradually, depression spreads until it is 
all-enveloping. 

\ situation analogous to this happened 
in Cuba where sugar is king, although 
part of the throne has been occupied by 
tobacco and fruits. The World War 
brought a tremendous boom in sugar, 
accompanied by what developed into a 
frenzy of speculation. Prices kept climb- 
ing until they actually reached 23 cents, 
and an orgy of spending followed. The 
island was full of “sugar millionaires.” 
The banks were busier than they had 
ever been before, and loans to Cubans 
for development and expansion of vari- 
ous enterprises poured out of Aquiar 
and similar streets in the Wall Street 
section of Havana. 

Then came the crash, sugar descend- 
ing until today the price quoted in Ha- 
vana is 3 cents, 2 cents below what is 
regarded as a self-sustaining figure. 

The loans had been made to a long 
chain of people, each link in the produc- 
tion, from the owner of the sugar cane 
land all the way along the line. 

The financial debacle was a terrible 
shock to the bankers, a number of whom 
failed. The big American and Canadian 
banks could not fail, of course, and large 
sums were lost by them. It was neces- 
sary for the Cuban Government to de- 
clare a moratorium until people could get 
on their feet. The banks took over mills 
and other properties on which they had 
been loaning so recklessly and operated 
them. In the expansion epidemic, many 
mills had been enlarged or new proper- 
ties had been built. Soon, the situation 
was something like that on the main 
street of a country town where six drug 
stores have opened, whereas the town 
can support only two. 

Some relief has come with a limit 
which has been fixed on sugar produc- 
tion, with a penalty of a stiff fine for 
every bag of sugar in excess of the limit, 
but further relief can be had if the 
United States sugar tariff were lowered. 
At present Cuba is getting a 20% prefer- 
ential in the tariff. 

* * * 


Why Cigar Tobacco Market Is Standing 
Stili 


Tobacco growers in Cuba are not an 
optimistic aggregation as the business is 
in a slump, too. There are no more ci- 
gars made for the United States market 
at the present time than there were fif- 
teen or twenty years ago, despite the 
heavy growth in population. There are 
several reasons for this, one of which 
being the popularity of the cigarette. 
For one cigar ad in a magazine or news- 
paper, there are at least half a dozen 
cigarette ads, 
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Answering Some Pertinent Questions 
About Cuba 

George Ade says that if he were run- 
ning a newspaper he would make it a 
point to print a lot every day about the 
weather and about food because he has 
noticed that people can’t be long together 
without talking of one or the other or 
of both. Thus it is that returning voy- 
agers from Cuba are invariab.y asked 
turee questions: Was it hot? How were 
the eats? Are the cocktails all that 
they are cracked up to be? 

Quickly and brietly, the answers fol- 
low: Yes, it is hot. If you like seafood 
you can live in a gourmand’s paradise. 
The cocktails are of wide variety inas- 
much as Bicardi and pineapple juice lend 
themselves to many mixtures when made 
by the artists in charge of Cubin club, 
hotel and restaurant bars. 

* * * 
The Trade Winds 

One of my insurance friends who 
knows about the sea and its natural al- 
liances, expressed surprise when in- 
formed about the heat. 

Sut, how about the trade winds?” he 
asked as if puzzled. 

Then I remembered that when in 
grammar school | had read something 
about trade winds. If there were any in 
Havana when | was there | did not have 
the pleasure of meeting them. But on 
my next visit to the island I shall cer- 
tainly look them up. 

: + 
Great City for Clubs 

Havana is one of the greatest club 
towns in the world. Moreover, the clubs 
occupy beautiful buildings, the Yacht 
Club being a palace, the country club a 
most beautiful place. There are swim- 
ming clubs, tennis clubs and others hav- 
ing a specialty. 

The club in Cuba serves the masses 
as well as the classes, however, and there 
is one with about 50,000 members, pro- 
viding medical attention and many other 
things similar to fraternal insurance in 
the United States.. The labor people 
have a large club on one of the principal 
streets. 

The American Club has 750 members 
and is presided over by an American, 
John T. Bruton, manager in Cuba of the 
Pan-American Life. 

i a 


All Men Wear Comfortable Clothes 

Dinner coats are not popular in 
Havana. All men wear white duck suits 
at the opera. The women wear Spanish 
shawls at night. The display of jewelry 
is as impressive as at the Metropolitan 
Opera in New York. 

* *k * 
Love to Take a Chance 

Probably there is no country in the 
world where the gambling instinct is 
stronger than it is in Havana. The lot- 
teries are on full swing and _ lottery 
tickets are sold on the streets by hun- 
dreds of hawkers. Jai-Alai, a combina- 
tion of handball and tennis imported to 
Cuba from the Pyrennes Mountains, is 







played every night and there is gambling 
on every play. Such shouting and ex 
citement as there is about the jai-alai 
courts cannot be duplicated at many 
sporting events. 
x * * 
Insurance in Both Old and New 
Buildings 

The insurance and financial district of 
Havana is crowded into very narrow 
streets with sidewalks where not more 
than two persons can pass each other 
at a time and down which automobiles 
move slowly in constant traffic jams. 
Most of the buildings are extremely old, 
some not more than two stories tall. The 
banks started putting up larger buildings, 
some of which are up to date in every 
respect, including elevator service. 

x * x 
Early Closing on Saturday 

Some of the American customs are 
well received in Havana; others are op- 
posed. The country is too hot for much 
American speed and hustle, some of 
which is regarded in Havana as an af- 
fectation or pose. Cubans tell me that 
there is no common. sense in working 
oneself into a wilted wreck when results 
can be obtained at a more leisurely proc- 
ess. There was a time when_ stores 
were shut certain hours of the day when 
the sun was pretty hot, a practice which 
was discontinued on leading merchandis- 
ing thoroughfares because of American 
ideas. 

However, there is one American in 
Havana who is responsible for an inno- 
vation which has met wide approval. 
Formerly on Saturday the insurance of- 
fices kept open pretty long hours. Will- 
iam Whitner of the Insurance Agencies 
Corporation, one of the most important 
and most successful agents in Ciba, and 
representing the Home, Hartford, Auto- 
mobile and Aetna Casualty & Surety, 
circulated a petition »mong the other 
insurance offices some time ago suggest- 
ing that they close early on Svturday. 
No attention was prid to his letter. He 
thereupon sent out another saving that 
his office would close early. The others 
followed suit. 

* O* 
Spencer Welton in Havana 

While in Havana IT met Spencer Wel- 
ton, vice-president and head of the 
agency division of the Fidelity & De- 
posit. He seemed just as much at home 
there as in Chicago or New York or 
Baltimore. A great. traveler and a 
chorming = companion. His crowded 
schedule after leaving Havana included 
a visit to the Georgin agents at Tybee 
Island, to the advertising conference in 
Philadelphia and to the New England 
agents at New London, Conn. 

* *k * 


Locat'ng Havena Insurances Offices 

Those persons who do not understand 
Spanish will occasionally have difficulty 
in locating and entering an insurance of- 
fice in Havana, even when arrived at 
the correct address. 

T tried to find out where one comp*ny 
had its habitat as no one in the build- 
ing seemed to know. It was_ finally 
fornd tucked in on a second floor. 

I was passing another building when I 
saw the name of an insurance company 
on a plate. Moreover, two men were 
leaning out of a window from the in- 
surance office which was on the second 
floor. It was a company with whose 
mansger T had talked the day before 
leaving New York so I determined to 
pav a visit to the Havana representative, 
but a locked gate blocked the stairs. Re- 
turning to the street there were no 
longer traces of the two men I had seen 
as both had left the window. IT gave up 
that visit as a bad job. 

* ok 


Will Talk About Caruso the Rest of Her 
Life 

Naturally, Cuba teems with stories 
about the big money days before the 
moratorimm. <A typical one is an expe- 
rience which a tobacco grower in Santa 
Clara province told me. 

During the course of a conversation 
with a colored woman, whose duties were 
those of a porter at a railroad station, 
he was asked by her if he had heard 
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Caruso, who had made a concert tour of 
the island during the Havana opera sea 
son and had charged $50 a seat. 

“No; { couldn’t afford to hear him,” 
said the tobacco man. 

“Why, I heard him twice,” she said 
proudly, “and sat down front both 
times.’ 

As she has been telling about the con- 
certs ever since, she has probably gotten 
$100 of satisfaction out of the incident 
by this time. 

ee 

A Luxury Does Fairly Well In Cuba 

Economists see a significant relation- 
ship between opera and concert prices in 
Havana and the financial condition of 
the country. De Segurola has just closed 
a season in Havana with stars from the 
Metropolitan, Chicago and San Carlo 
opera companies. Prices for orchestra 
seats were $13 each, as compared to $25 
for the company in which Caruso was 
the principal figure. There was a $20) 
opera in Havana a few years ago. ‘The 
Cubans want the best and De Segurola 
paid Gigl about $3,000 a performance. 

The De Segurola season turned out to 
be a good one, with the lower floor pret 
ty well filled, although the top part of 
the house did not sell so well. 

x + 


American Influence 

No one who travels in the West In- 
dies, Central and South America can 
avoid noticing the influence and impor- 
tance of Spanish civilization. The Span- 
iards are gone, but their habits and cus- 
toms and language stick. Traditions die 
slowly. Although one can travel by boat 
from Florida to Havana in a few hours 
it is still possible to walk about the 
streets of the Cuban capital for a long 
time without meeting anyone who can 
speak English. 

But, gradually, the American influence 
is spreading to the island and already 
those of Spanish descent and the old 
Cuban families are complaining of the 
process of Americanization. It is being 
evidenced in many ways. The boys and 
girls of the wealthy families who for 
merly went to Europe for their educa- 
tion are now going to schools in the 
United States. The trips to Europe are 
still made but mostly as tourists. The 
college boys and girls come back from 
the States with American speech, Amer- 
ican manners, and with American dance 
steps. The orchestras in Havana play 
three jazz pieces to one Cuban dance. 
The ek wear American clothes and the 
men slick their hair back with Stacomb, 
while American talking-machines, player 
pianos, typewriters, automobiles, are 
growing constantly more popular. 

Even the newspapers have capitulated. 
There are some large and powerful 
newspapers in Havana, formerly using 
the European headline system—a conser- 
vative one-line head over a story. Then 
some of the papers took up the Yankee 
style of spreadhead writing and got the 
circulation. The others had to follow 
suit. The sensational stories printed in 
the American newspapers are used al- 
most as fully by the Cuban papers. 
Thus, the Earl Carroll bathtub episode 
consumed columns of space. 


Crazy About Baseball 

No reference to American influence 
would be complete without saying some- 
thing about baseball. I saw a tremen- 
dous crowd on a street corner one after- 
noon which upon closer acquaintance 
turned out to be a group excitedly watch- 
ing the baseball bulletin board in front 
of a newspaper office. Cuban players 
became so good that they began to ap- 
pear in the American leagues and at the 
present time there are about eight of 
those players in the United States. The 
leaders are featured in the newspapers 
every day. Columns are printed about 
Babe Ruth and bets are made on what 
he will do. 

kk * 
Amount of Outside Insurance Placed in 
Cuba Exaggerated 

Upon my return to New York I learn 
that there is considerable exaggeration in 
Havana as to the amount of fire insur- 
ance placed in outside companies. In 


(Continued on Page 42) 
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Drivurself Plan Is 
Attracting Attention 


YELLOW TRUCK’S NEW PROJECT 





Ambrose Ryder, of Great American 
Indemnity, Feels That Companies 
Should Encourage Business 





Automobile underwriters are viewing 
with mingled feelings the Drivurself 
plan which enables reputable autoists to 
lease private cars on a mileage basis and 
drive these cars themselves. The latest 
development in this field has been the 
organization of a new $30,000,000 trans- 
portation enterprise by the Yellow Truck 
and Coach Manufacturing Co., a sub- 
sidiary of the General Motors, which is 
to be known as the Hertz Drivurself 
Corporation. This new corporation will 
act as a holding company, controlling 
state and local Drivurself companies 
throughout the United States. 

It is the first time that General 
Mectors’ interests have engaged in the 
business of operating transportation. An 
increase in the capital stock of the Yel- 
low Company is proposed .to provide 
$14,000,000, of which $10,000,000 is to be 
made immediately available for the Hertz 
Drivurself Corporation. The increase in 
stock will provide for the sale of 700,000 
additional shares of Class “B” stock to 
stockholders at $20 a share. The Gen- 
eral Motors will purchase any of the 
new issue at $20 a share not taken by 
shareholders, it is understood. 

Ambrose Ryder, assistant vice-presi- 
dent, Great American Indemnity, in com- 
menting on the Drivurself plan this 
week, said: “I feel that this business 
has come to stay and is a legitimate 
business, one which should be encour- 
aged by insurance companies. The bet- 
ter class of people who rent cars are 
entitled to insurance coverage. Unfor- 
tunately so many of these cars have been 
rented up to the present time to an un- 
desirable class of drivers. I refer par- 
ticularly to the reckless class of younger 
pecple who use automobiles for joy rid- 
ing purposes. 

“It is very difficult for the Drivurself 
Company to exclude undesirables from 
their patronage. For this reason insur- 
aice companies are not willing to give 
full protection to both the Drivurself 
Company and all its lessees, except at 
an cxorbitant price. The problem is not 
so difficult in the smaller towns, where 
people are better known. This is be- 
cause the local manager of the Drivur- 
selt Company has his own means of 
weeding out the undesirable class.” 

Indicating the scope of the Drivurself 
system, it is anticipated by its officials 
In the not-distant future that a motor- 
ist will be able to get a luxurious private 
car on a rental mileage basis in any city 
in the United States. The lessee may 
use it either for local or touring pur- 
poses and leave it in any other city in 
Which the person renting the car may 
happen to be when done with it. For 
example, it will be possible to obtain a 
car in a Hertz station in New York and 
leave it in San Francisco, or, perhaps, 
get it in Portland, Me., and leave it in 
New Orleans, as the case may be. 


nee coon 


Pacific Mutual’s New 
Non-Can. Policies 


FORMS HAVE BEEN LIBERALIZED 





Include Partial Disability and Hospital 
Indemnity Clauses; Statement About 
Reserves for Claims 





The Pacific Mutual announces new and 
liberalized non-cancellable forms. 

In the first place the policy will be 
liberalized to include a Partial Disability 
Clause and a Hospital Indemnity Clause. 
The Pacific Mutual has never favored a 
partial disability clause which permitted 
of the application of the elimination fea- 
ture if the disability reverted to total 
after a period of partial. 

The Partial Disability Clause in the 
new policy is extremely liberal in its 
coverage and does not contain this ob- 
jectionable feature. 

Partial disability benefits of one-half 
of the monthly indemnity will be paid 
for partial disability following total dis- 
ability for which indemnity is payable, 
but in addition the policy provides that 
a period of total disability immediately 
following a period of partial disability 
will be covered in full; the elimination 
feature not being applied. The disabil- 
ity may then revert to partial and the 
partial in turn be followed by total. 
Soth kinds of disability will be covered 
and the elimination period will be ap- 
plied only to the initial period of total 
disability. The aggregate period of par- 
tial disability in any period of continu- 
ous disability will be six months. 


Hospital Indemnity 

Hospital Indemnity of 25 per cent of 
the monthly indemnity will be paid for 
Hospital Confinement up to three months 
and this indemnity is pavable regardless 
of the elimination period. 

For a small additional annual pre- 
mium, the Hospital Indemnity provision 
will be extended to pay 100 per cent of 
the monthly indemnity for that portion 
of the hospital confinement which comes 
within the elimination period. 

The Hospital Indemnity feature in 
reality makes the policv a “no eliming- 
tion” form as respects disability result- 
ing in Hospital Confinement. 

Reserves for Claims 

“Experience has further established 
that the reserves which the Comnanyv 
must maintain to protect polievholders 
and insure the pavment of their claims 
are extremely heavy These reserves 
have proven to be higher than was at 
first anticipated, but the Company not 
only desires, but ie required hv law. to 
maintain them. The premium rates 
which the Company receives for the in- 
surance must be sufficient to enable it to 


put up these reserves. The necessary 
reserves have been laid aside by the 
Companv on the bueiness in force bet 


to provide for reserves on future busi- 
ness it is necessary that one of two al- 


ternatives be adopted,” the Company 
save 
“Wirst. the maximum reserve under 


each policy can be limited by a poliev 
provision terminating the payment of in- 
demnitv after a snecified amount of 
money has been paid. A clause in the 
nolicy stating that the total amount of 
indemnitv payable shall not exceed that 
payable for a limited number of months 


























of disability will accomplish this purpose 
and will thus restrict the reserve to an 
amount not in excess of the aggregate 
indemnity payable. 

“Second, the premium rates can be 
made adequate to provide a claim reserve 
on an unlimited indemnity basis. 

“In our opinion, the adoption of the 
first alternative would detract fatally 
from the charm of the Non-Cancellable 
Income Policy. It would destroy the 
feeling of security which a policyholder 
enjoys when he purchases this form of 
income protection—the knowledge that 
he will receive an income during total 
disability as long as he lives. Many men 
live and are totally disabled long beyond 
the time limit which the policy would 
prescribe. The men who purchase this 
form of insurance desire to have their 
incomes completely protected. 

“The Non-Cancellable Income Policy is 
used extensively as a companion form to 
the Permanent Total Disability feature 
of Life Insurance Policies, and it is in- 
teresting to note that the experience of 
the Life Insurance Companies as respects 
claim payments and reserves has induced 
many of these companies to increase the 
preminm rates on their Permanent Total 
Disability coverage.” 

Age Limit 

To avoid the necessity of renewing 
policies for a pro rata period immedi- 
atelv preceding the ave terminating date, 
the policy will provide for its expiration 
on its anniversary date nearest the pol- 
icvholder’s sixtieth birthday. 

As the present conditions surroundins 
the sale result in such a small amount 
of business, the two weeks elimination 
nolicy will be withdrawn on June 30th. 
Thereafter policies will be issued on the 
one month, two months and_ three 
months elimination plans. 


RETURN FROM AUTO TRIP 

Vincent Cullen. manager of the New 
York office of the Fidelity & Deposit, 
and A. L. Dietrich, manager of the bur- 
glary underwriting department of the 
same comnanyv, recently returned with 
their families from a ten dav motor trip 
through the New England States 


MADE AGENCY ASSISTANT 


C. A. Matthews has been made agency 
assistant in the National Surety, suc- 
ceeding L. F. Tillinghast. who resiened 
last week to join the Great American 
Indemnity. Mr. Matthews was formerly 
in the court department of the National 
Surety. 


Two More Added to 


Constitution Staff 


ROSTER IS ALMOST COMPLETED 
J. H. Doherty Made Director of Agents 
and W. H. Caudill Is Bonding 
Manager 
The Constitution Indemnity has fur- 
ther strengthened its executive staff by 
the appointment this week of John H. 
Doherty as director of agents, effective 
July 1, and W. H. Caudill as manager 
of the bonding department, effective the 

early part of July. 

A native of Philadelphia and a gradu- 
ate of the Wharton School of Accounts 
& Finance at the University of Pennsyl- 
vania, Mr. Doherty made his insurance 
debut in 1907 with the Spring Garden 
Fire Insurance Co. He _ subsequently 
went to the Philadelphia National Bank 
and then became assistant manager of 
the paymaster’s department of the Penn- 
sylvania Railroad. Joining the Navy in 
1917 as chief yeoman, he soon rose to the 
rank of lieutenant. In this capacity he 
organized the Cost Inspection Officers in 
Saltimore which had complete charge of 
the accounting and payment of all ex- 
penses incurred in the shipbuilding of 
mine sweepers and repairs to all naval 
overseas transportation ships in that dis- 
trict. 

On release from the navy he became 
senior cost accountant for the Navy De- 
partment for the city of Baltimore, and 
in 1919 reported to the compensation 
board of the Navy Department in Wash- 
ington, where he had charge of the Plant 
Rental Department. In 1920 he returned 
to Philadelphia to become assistant 
comptroller with the Welfare Federation, 
and resigned this position in 1922 to join 
the Independence Indemnity. On Janu- 
ary 1, 1923, he was made assistant secre- 
tary, and in June of the same year as 
sistant agency superintendent, from 
which position he resigned to become the 
director of agents of the Constitution 
Indemnity. Mr, Doherty is also a direc- 
tor in two building and loan associations 
of Philadelphia, and president of the In 
dependence Companies’ Club. 

W. H. Caudill’s Career 

Mr. Caudill is a graduate of Northern 
Indiana University and the law depart 
ment of the University of Michigan. In 
1910, the same year he completed his 
law training, Mr. Caudill was engaged 

(Continued on Page 40) 
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With the Sesqui-Centennial Exposition acting MEETING PLACE 
as a great magnet, Philadelphia will be the OF THE FIRST 
center of the world this summer and autumn. CONTINENTAL : CONGRESS ° 
WHERE WASHINGTON Of course, you are planning to be here. ' } ‘ 
WORSHIPED i } —- 
r ou are cordially invited to make your | i 
gt insurance headquarters, while in Philadelphia, | 3 
a a at our building on Independence Square. Here 
fe you will be in the very heart of that section fi 
as where occurred the events commemorated by the “a if 
Sesqui-Centennial celebration. a G- \\ 
4 ae 7" A gentlemen's smoking room, ladies' rest room, Ona 
¥ telephones, stationery, and stenographers ie 4 , 
os have been provided for your convenience, and ‘| 
you are assured a warm welcome from the entire aw. 
"Independence Home Office Family." a Zi 


I am anticipating the pleasure of meeting you. 


Cordially yours, 


President 
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Fall of Tree Branch 
Begins Liability Case 


| CAUSES DAMAGE TO MOTOR BUS 





Case Appealed in English High Court; 
No Negligence Found on 
Defendant’s Part 





An interesting liability case, growing 
out of damage to a motor coach by rea- 
cot of the falling of a beech tree branch, 
has just been decided in the King’s 
Bench Division of the High Court of 
lustice, England. The plaintiff, George 
z Noble, a motor coach owner, claimed 
damages from the defendant, Ernest R. 
Harrison, and based his suit upon the 
following facts: 

On July 12, 1925, while the plaintiff's 
motor coach was proceeding alone the 
highway, the branch, without warning or 


apparent cause, broke off at a distance 
of 15 feet from the trunk -of the tree, 
and fell upon the motor-coach and 


caused damage. The weather was fine 
and calm. The trees.on the estate had 
heen carefully inspected in the preceding 
October, and nothing wrong had been 
noticed with the tree or the branch. 

A competent woodsman was instructed 
between October, 1924, and March, 1925, 
to report on any tree which required to 
be trimmed, cut, or marked. No report 
was made about this particular tree. The 
hough was not dead, the sap was run- 
ning, and leaves were growing at the ex- 
tremity of the bough at the time of the 
accident. 

No Indication of Negligence 


The County Court Judge was satisfied 
that the bough had become cracked at 
the point where it broke; that water 
had penetrated; that slight decay had set 
in‘ that owing to those defects the bough 
had for some time been liable to break 
and fall, and had been and was on the 
day of the accident a menace and dan- 
ger to all persons using the highway: 
and that the time had at last arrived 
when the defective part of the bough 
was too weak to support the strain on 
it and snapped. 

Having regard to the height of the 
bough from the ground to the place 
where the defect was, and to all the rele- 
vant circumstances, he came to the con- 
clusion that knowledge of the defect 
could not be imputed to the defendant, 
as it was latent and not discoverable by 
any reasonably careful inspection. 

He held that the allegation of negli- 
gence failed as no want of care was 
proved, but that the defendant was liable 
in damages for nuisance. He also held 
that the principle of absolute liability as 
pone in Ryland v. Fletcher ([1868] 
L.R. 3 H. L., 330) applied. 

me. ‘nt was entered for the plaintiff 
for £48 11s, with costs. 

The defendant now appealed. 

Case Appealed Before Justice Rowlatt 

Mr. Justice Rowlatt, in giving judg- 
ment allowing the appeal, said that in 
a case the defendant was possessed of 
land on which there was growing a beech 
tree, a limb of which overhung a high- 
way. This bough suddenly broke in fine 
weather, fell upon the plaintiff's vehicle 
then passing, and caused damage. 

The County Court Judge had found 
iol only that neither the defendant nor 
his servants knew that the bough was 
dangerous, but that the fracture was due 
to a latent defect not discoverable by 
any reasonably careful inspection. In 
these circumstances (and it was not nec- 
essary to refer to the facts in any great- 
er detail), the County Court Judge gave 
judgment for the amount of the damage. 
A claim based on negligence was, of 
course, out of the question, and the 
County Court Judge so held, but he 
found the defendant liable for a nuis- 
ance, 

lo grow a tree was one of the natural 
ses of the soil, and it made no differ- 
ence in his judgment whether the tree 
was planted or self-sown, or with what 
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Surplus and Reserves as to Policy Holders Over $3,000,000 
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NEARLY READY TO START 


Great American ” Foulinnning Will Soon 
Make Agency Appointments in Cer- 
tain States; Progress Rapid 
President Jesse S. Phillips, of the 
Great American Indemnity, in comment- 
ing on the progress being made by the 
company, said a few days ago: “The 
company is now making rapid progress 
toward the completion of its organiza- 
tion. The important executives in the 
underwriting, production and adminis- 
trative departments are available. The 
underwriting departments are busily en- 
gaged in the preparation of the multi- 
tude of forms required for the transac- 
tion of business. The production de- 
partment is rapidly completing a survey 
of the field in certain states preliminary 

to the actual planting of agencies. 

“The administrative department is look- 
ing after the admission of the company 
in the several states, and is also inter- 
ested in planning and installing in the 
home office an adequate and up-to-date 
accounting, statistical and clerical sys- 
tem. It is planned to begin the trans- 
action of business in New York State 
on or about July 15th, and gradually 
thereafter to extend the scope of the 
company’s operations first into contigu- 
ous states and later countrywide.” 


WITHDRAWS GOLFER’S POLICY 

The Zurich has withdrawn its proposed 
golfer’s blanket liability policy, which 
aroused so much discussion when it was 
first offered. The company has filed the 
new form and rates with the insurance 
department and it was found that it dif- 
fered in rates, limits and minimum pre- 
mium charge from the schedules filed 
with the department by the National Bu- 
reau of Casualty & Surety Underwriters 

The Zurich is a member of the Na- 
tional Bureau, and that organization had 
filed rates on behalf of the Zurich when 
filing for its other members. This re- 
sulted in the new golfer’s blanket liabil- 
ity rates being out of line with those 
already filed on behalf of the company. 
The department did not disapprove the 
new policy or the suggested’ rates, but 
after some discussion on the points at 
variance it was decided to voluntarily 
withdraw the new golfer’s policy. 


MAKING PROGRESS 
The Fidelity & Deposit has been boom- 
ing along this year at the rate of $1,000,- 
000 a month in net premiums. The May 


production of the company was $1,180,- 
000. 








object—whether for ornament, or for 
shelter, or for the sake of the timber—it 
was planted or maintained. 

Further, a tree was not in itself a 
dangerous object, though’ in decay it 
might become so. He neglected as im- 
material for the present purpose trees 
with poisonous fruit or foliage. He con- 
cluded, therefore, that the judgment of 
the County Court Judge could not be 
supported on this ground, and from this 
view he gathered that the learned coun- 
sel for the plaintiff did not dissent. 





Pretty soon there'll be enough casualty 
companies to go around and around and 
around. 


RECIPROCALS IN 1925 
Bruce Dodson Says Their Cash Assets 
Are $55,000,000, and Declares 
Business Is Growing 

Bruce Dodson of the Casualty Recipro- 
cal Exchange of Kansas City for the 
past two years has compiled some very 
valuable statistics in regard to the stand 
ing and volume of business transacted by 
all the reciprocal exchanges in the United 
States. 

The following are the figures for 1925 
comprising six of the most important 
items to show the standing of the ex 
ri inges: 


Cash assets, Dec. 31, 1925... .. .$54,971.933 


an losses paid Dec. 31, 1925.. 21,558,759 
Cash income, Dee. 31, ay .-. 48,786,381 

Net losses paid, Dec. 31, 1925. 21,558,759 

Premiums written, = 31, 


BIOS accu waledartid wadieuie, over 
Savings returned Dee. 31, 1925, 

TUT TUT EE COT Tee over 13,000,000 

Last year this report showed $50,000,- 
000 of insurance written by gee ers 
exchanges and $12,500,000 cash saving 
returned to reciprocal policyholders Fi 
ing 1924, 


52,500,000 


PLANNING 25TH CONVENTION 


Arrangements have been completed for 
the 25th annual convention of the Health 
& Accident Underwriters Conference. Tt 
will be held September 9-11 at Hotel 
Thorwald, Bass Rocks, which is near 
Gloucester, Mass. This location is one 
of the most beautiful and 
parts of ‘the Massachusetts coast line 
and is only about forty miles northeast 
of Boston with frequent train service to 
and from the city. 

The date of this 


picturesque 


convention is also 
conveniently arranged so that the dele 
gates may attend the meeting of the 
International Claim. Association which 
will be held at the New Ocean House, 
Swampscott, Mass., on the three preced 


ing days to the health and accident con 
ference. 
AGENCY APPOINTMENTS 

_ The Eureka Casualty has made the 
following appointments to its agency 
staff: J. W. Howard, Pittsburgh; John 
C Orr, Harrisburg; Walter E. Lotz, 
Reading ; J. H. Healy, Allentown; W. C. 
Goodwin, Bethlehem; Harry U pdegrove, 


Easton ; Wagner-Taylor Company, Phil- 
adelphia; W. J. Snyder, Philadelphia ; 
Burt Tyson, Camden, N. J.; F. E. Hol- 
man, Camden, N. J. 








A TIMELY PROTECTION 
Van Houten & Sherwood Point Out 
Need for Manufacturers’ Products 
Liability Insurance 

The season for manufacturers’ prod- 
ucts liability insurance which provides 
indemnity against claims in connection 
with the product manufactured by the 
assured is now in full swing, according 
to Van Houten & Sherwood, Jersey City 
agents for the U. S. Fidelity & Guar- 
anty. 

This agency gives the following ex- 
planation of this coverage in its monthly 
bulletin: If the product be of an edible 
nature it covers against claims due to 
foreign or extraneous matter in the 
product manufactured. If the product is 
of a nature not used for general con- 
sumption it covers against claims such as 
mislabeling of bottles, bursting of bottles 
or defects in the goods manufactured for 
which the producer may be liable. This 
form is generally based on approximate 
gross sales for the period for which the 
policy was issued. Issued with limits of 
$5,000 for injury to one person and $10,- 
000 for one accident resulting to injury 
for more than one person, unless higher 
limits are desired. 

Soft drink manufacturers 
are entering upon their busy season. 
There is hardly a town that does not 
have one or more such enterprises. Dam- 
age suits against these concerns have be- 
come so numerous as to make products 
liability insurance an absolute necessity. 
\s a matter of fact, our company was 

“forced” to give this kind of protection 
as the result of the steady, insistent de- 
mand for it on the part of those who 
needed it. 


and canners 


HELD OFFICE FOR 20 YEARS 

David G. Alsop, recently elected treas- 
urer of the Actuarial Society of Amer- 
ica, has held that office continuously for 
twenty years. That might not mean 
much in some associations, but actuaries 
are one race of men who read the treas- 
urer’s reports so thoroughly that not 
even a comma or period is missed. So 
the fact that Mr. Alson has held the job 
for two decades speaks about as fine for 





him as any comment which could be 
made. 
Service Contracts 
of of 
Quality Superiority 
to to 
Policy Holders Representatives 
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Compensation Act Is 
Criticized as Loose 
CONNECTICUT LAW ANALYZED 


C. B. Whittelsey, President, Hartford 
Rubber Works, Feels It is to 
Disadvantage of Labor 
The layman’s point of view on the 
Connecticut compensation act was pre- 
sented a few davs ago by Charles B 
Whittelsev, president of the Hartford 
Rubber Works, at the annual meeting of 
the Manufacturers’ Association of Hart- 
ford County. Before representatives of 
more than 100 factories, Mr. Whittelsey 
said that in his opinion the Connecticut 
compensation law was too loosely. word 
ed and open to the very broad interpre 
tations that are sometimes made and 
which are changing it from one of com- 
pensation to a health, life and old-age 

insurance 

“Compensation laws in general,” said 
Mr. Whittlesey, “are basically sound and 
reasonable. Thev have stimulated indus 
try to make a thorough study of safety 
and sanitation. But the trend of the in- 
terpretation of the law is toward creat 
ing an unemployment insurance to which 
the emplovee makes no contribution but 
which is thrust upon industry. 

“Such change,” he continued, “was 
never thourht of nor intended by those 
who framed the law in 1913, and that it 
hes been possible is largely due to a luck 
of experience, knowledge and precedents 
in compensation matters at that time 

To Labor's Disadvantage 

Mr. Whittlesev was of the opinion that 
this loosely worded law has already be 
mun to onerate to the disadvantage of la- 
hor seckine employment in industry. “Tt 
has caused industry to engage phvsi 
cians,” he said. “to make a full physical 
examination of every applicant for em 
plovment to find out whether such appli 
cant has any organic disease or weakness 
which micht hecome aggravated or ac 
celerated in the course of his emplov 
ment, therehv making him a compensable 
ease; and if such conditions 


; found 
the applicant is rejected.” 


are 


“What is to become of the person who 
has such defects, when all industries 
come to have this physical examination ?” 
Mr. Whittelsey asked. 

“He will be unable to obtain employ- 
ment and will become dependent upon 
other members of his family or upon the 
town, city, county or state charities.” 

That “industry shall bear the burden 
of accidental personal injuries and occu- 
pational diseases for which it is respon- 
sible and the expense made a part of the 
cost of the product, are basic principles 
of the compensation laws generally ac- 
cepted as sound and reasonable,” Mr. 
Whittelsey said, 

Inequalities of Law 

The paragraphs in the Connecticut 
compensation law “that have resulted in 
unwise and unfair decisions either 
against labor or against industry,” should 
be more clearly defined, Mr. Wittelsey 
said 

“The points in question,” he said, “are, 
First, what is meant by ‘personal in- 
jury ?’; second, why should an injury be 
compensated if it cannot be located as to 
time and place?; third, should not the 
‘aggravation’ clause be eliminated?; 
fourth, should not the ‘total incapacity’ 
clause be modified so that the workman 
handicapped by loss of one member may 
still obtain employment ?” 

Another clause of the same 
should be eliminated, Mr. 
said. It is as follows: 

“In any case of aggravation of a dis- 
ease existing prior to such injury, com- 
pensation shall be allowed only for such 
proportion of the disability due to the 
aggravation of such prior disease as may 
reasonably be attributed to the injury.” 

“This clause,” said Mr. Whittelsey. 
“has opened the way for the making of 


section 


Whittelsey 


claims for the aggravation of diseases 
that have been inherited or contracted. 
and that can in no wise be cofinected 


with the injury, and in fact, even diseases 
that the employee never knew he had 
until treated for the injury he sustained 

cases of heart trouble, nervous dis- 
order, svphilis, insanity, tuberculosis, 
weakened resistance, bullet wounds, all 
chronic diseases, and even worry. 

“We have no quarrel with the com- 
pensation law,” said Mr. Whittlesey. 














W. Tomlins, Jr. Jack Clarke 








Norman Gillette 


Snapped at the Casualty & Surety Club Golf 


W. C. Gallaer 





“The law has not only been a most 
beneficient law with respect to the com- 
pensating features but has been an edu- 
cator to both employer and employee to 
safeguard life, limb and health to an ex- 
tent never dreamed of a dozen years 
ago. 

“It is only necessary to have a good 
law that is fair and suitable to both 
worker and employer.” 





BLAND BACKS HANDS’ PROTEST 





Wires Michigan Commissioner That He 
Approves Entirely His Stand on 
Surety Cost Regulation 


Almost coincident with Superintendent 
of Insurance Beha’s reply to Commis- 
sioner L. T. Hands of Wisconsin this 
week on the regulation of fidelity and 
suretv costs in Michigan, Mr. Hands re- 
ceived commendation of his stand from 
an unexpected source. namely, R. How- 
ard Bland, president of the U. S. Fidelity 
& Guarantv. one of the group of com- 
panies which Mr. Hands virtually ac- 


cused of conspiracy to handicap western . 


competitors in his telegram of nrotest 
Inst week to Commissioner T. S. Mc- 
Murray, Jr., of Indiana. 

In a Jone telegram received from Mr. 
Bland the following unqualified anproval 
of the Michigan department’s position is 
given: 

“Having seen in the press your atti- 
tude on snrety acquisition costs in con- 
nection with recent ruling of New York 
insurance department. T, as executive of 
one old eastern company, wish to take 
the opnortunity to respectfully express 
mv entire annroval of your stand and 
my unalterable onnosition to arbitrary 
and unfair reonlations adopted hv ma- 
icritv companies at recent conference 
and which T understand New York de- 
partment proposed to competing com- 
nanies to attempt to regulate conduct of 
inenrance business bv such methods. 
Tirited States Fidelitv. and Guaranty 
Cemnpany from its beginning has fought 
adoption of such rules because it cannot 
nrosper and continue to grow. under 
them. 


Tournament 


————— 
TT 


Casualty & Surety 
Club Golf Results 


KEEN RIVALRY AT GREAT NECK 





A Splendid Day and Good Attendanc 
Made Last Week’s Affair Enjoyable; 
Plan Fall Tournament 


A fine day, to which was added 4 
splendid golf course, and a fine company 
of good fellows, gave the Casualty 
Surety Club of New York one of the 
happiest layouts for its annual spring 
golf tournament last week in the history 
of the organization. With the forego. 
inx to start with the tournament itself 
brought out some of the best competi 
tion known in the event for the several 
prizes. 

James R. Garrett, president of the 
Casualty & Surety Club, ably aided and 
abbetted by John Baptiste, its secretary- 
treasurer, and H. P. Hall, chairman of 
its golf committee, are to be congratu- 
lated on the success of the tournament. 
They succeeded in having the goodly 
number of 8&4 tee off for the day’s play, 
and at the dinner in the evening there 
were 72 members and guests of the club, 

The committee made a wise selection 
when they elected to go to the Sound. 
view Golf Club, at Great .Neck, L. I, 
and in no instance has the club been 
treated finer. The course is both beav- 
tiful and interesting. It is the golfing 
mecca of a number of New York’s prom- 
inent theatrical personalities—both men 
and women. To the management of 
Soundview Golf Club, the officers and 
members of the Casualty & Surety Club 
and their guests, extend hearty thanks 
for the splendid manner in which the 
entire event was handled. 

Prize Winners in the Events 

The list of events, the prizes for the 
winners, and the names and connections 
of winners follows: 

1.—36 holes medal play, low net score 
(handicap). 

Class A—Members whose handicaps 
are from 1 to 18 inclusive. 

Ist Best—“Beverage Set,” contributed 
by John J. King of Hooper-Holmes Bu- 








Jean Breen 


A. G. Hall Chas. Hughes 
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reau. Won by J. J. Palley, London Snapped at Casualty Golf Tournament 
Guarantee & Accident. 
2nd Best-—‘“Ice Tub and Tongs,” con- 
tributed by Edward C. Lunt, vice-presi- 
dent Great American Indemnity. Won 
by J. A. Roe, Indemnity Ins. Co. of 
North America. 


Class B—Meimbers 
are over 18, 

lst Best—“Golf Bag Container,” con- 
tributed by E..A. St. John, president of 
National Surety. ‘Won by W. F. Mur- 
phy, Royal Indemnity. ; 

2nd Best—‘Refreshment Set,” contrib- 
uted by John McGinley, general man- 
ager, Travelers Ins. Co.. New York. Won 
by H. P. Jackson, president, Norwich 
Union Indemnity. 

2—A. Duncan Reid Trophy, awarded 
to any member in any of these classes 
making the best low net score for 36 
holes, medal play (handicap). A leg on 
this trophy won by W. F. Murphy, Royal 
Indemnity. 

Old Boys’ Trophy, contributed by A. 
buncan Reid; competition open to those 
members admitting to an age of fifty 
years or more, to become the permanent 


whose handicaps 


as), A ini on "this ee fl won by Prank 
J. O'Neill, Royal Indemnity. 

3—18 holes medal play, low net score 
(handicap). Morning Round, President's 
trophy, contributed by James R. Garrett, 
National Casualty, “Silver Candle 
Sticks.” Won by William A. Earl, Hart- 
ford Accident & Indemnity. 

4—18 holes medal play, low net score 
(handicap), afternoon round. 

Ist Best—‘Silver Pitcher,” contributed 
by Frank J. O’Neill, vice-president, Roy- 
al Indemnity. Won by H. P. Hall, In- 
demnity Ins. Co. of No. America. 

5—Company Trophy—Aggregate low 
net score of any two members represent- 


ing their company. Contestants need 
not necessarily play together but must 
declare before starting partner with 


whom they will pair scores for this con- 
test. 

Ist Prize—‘Golf Club Vase,” contrib- 
uted by Thomas J. Grahame, resident 
manager, Globe Indemnity. Won by J. 
J. Palley, J. M. Haines, London Guaran- 
tee & Accident. 

2nd Prize—“Bronze and_ Silver 
Plaque,” contributed by Jesse S. Phil- 
lips, president, Great American Indem- 
nity. Won by William A. Earl and Paul 








Alex Sitienen J. R. Garrett 


Rutherford, Hartford 
demnity. , 
6.—Kickers’ 


only. First 


Accident & In- 


Handicap—For guests 
and second best—first round 
to count. Guests select their handicap 
and file with the scorekeeper at board 
before starting play. 

Ist Best—‘Golf Cigarette Box,” con- 
tributed by John S. Turn, resident man- 
ager Aetna Life. Won by W. L. Hadley, 
The Eastern Underwriter. 

2nd Best—‘Smokers’ Set,” contributed 
by J. Carroll French, president New 
York Casualty. Won by H. P. Cunning- 
ham, Farjeon, Ballin & Co. 

7.—Best Ball Twosome: Medal Handi- 
cap Play—Afternoon round only (one- 
third of combined handicap). Contest- 
ants declare before starting partner 
with whom they play. 


Ist Best—“Thermos Sets,” contributed 





John Baptiste H. W. Ives 


by Casualty and Surety Club. Won by 
Howard Wright, Aetna Life, and Clar- 
ence Bb. Trippitt, Aetna Life. 

2nd Best-—“Cigarette Holders,” con- 
tributed by Casualty and Surety Club. 
Won by A. R. Burton, Metropolitan 
Casualty, and Edwin J. Donegan, Metro- 
politan Casualty. 

It is announced by the officers of the 
Casualty & Surety Club and its golf 
committee that the annual fall tourna- 
ment of the club will be played in New 
Jersey about September 14. 

AETNA CASUALTY DIVIDEND 

The board of directors of the Aetna 
Casualty and Surety has declared a divi 
dend of three per cent upon the capital 
stock of the company, payable July 2, 
to stockholders of record at the close of 
business June 12. 


Snapped at the Casualty & Surety Club Golf Tournament 
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Seuaitiien inets Wins 
Verdict for $291,500 


LONG CARNEGIE TRUST FIGHT 
Court Decides ‘It Had Just Claim 
Against Reinsuring Companies for 
Their Share of Losses 


The Southern Surety was granted a 
directed verdict for $291,500 a few days 
ago against four other surety companies 
by Federal Judge C. Pollock of Des 
Moines. This sum represented $275,000, 
plus interest, for sums paid by the South 
ern Surety on losses incurred when the 
Carnegie ‘Trust Co. of Carnegie, Pa., 
closed its doors in April a year ago. 

The companies against which judg 
ments were returned are the Fidelity & 
Casualty, $106,000; General Reinsurance, 
$78,000; Sun Indemnity, $53,000 and the 
Massachusetts Bonding & Insurance, 
$78,000. 

The Southern Surety in 1924 wrote a 
depository bond for $1,100,000, guarantee- 
ing that amount of public funds belong- 
ing to Allegheny County, Pa., on deposit 
in the bank. Of this amount, $1,000,000 
was reinsured in nineteen other compa- 
nies. When the bank closed the com- 
pany paid the entire loss of $1, 100,000, 
lt then called upon the reinsuring com- 
panies for settlement. Six of them im- 
mediately settled their losses. The re- 
maining thirteen, however, banded to- 
gether, refusing settlement until they all 
settled. 

The defendant companies claimed that 
the bank was insolvent when the bonds 
were written, and for that reason they 
should not be held responsible for the 
losses. Judge Pollock, in his ruling, held 
that probably the Southern Surety and 
all the other companies had been de- 
ceived as to the true condition of the 
bank, but that the Southern had a just 
claim against the reinsuring companies 
for their shares of the losses. 

The eight companies against 
cases are still pending are: 
Employers’, $50,000; American Indem- 
nity, $25,000; Columbia Casualty, $50,- 
000; Commercial Casualty, $50,000; Fed- 
eral Surety, $25,000; New Jersey Fidel- 
ity & Plate Glass, $50,000; Ocean Acci- 
dent & Guarantee, $50,000, and Republic 
Casualty, $25,000. 
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Automobile Trend In 
Casualty Insurance 
VOLUME EVEN EXCEEDS 1925 


Executives Well Pleased Over National 
Bureau’s Move to Rebuke Licenses 
of Reckless Drivers 


Automobile insurance in the casualty 
field still continues to be the most widely 
written ling It is anticipated that the 
volume will even exceed the high water 
miark set last year and this is borne out 
by the fact that one company shows an 
increase of fifteen to twenty per cent for 
the first five months of this year as com 
pared with the corresponding period of 
1925. This, however, does not apply to 
some agencies of this company in north 
ern territory due to a bac’ ward spring 

Automobile accidents, in the opinion of 
one underwriter, have also increased in 
proportion to the inerease in volume 
The aceident ratio would be alarming if 
the average cost of settlement were in 
creasing in proportion to the imerease in 
verdicts rendered in some of the large 
cities. lortunately, says this student of 
business, this has not been the case so 
fat It takes time for the increase in 
size of large verdicts to sink down 
through the great mass of claim settle 
ments, increasing the average level there 
of. But nevertheless the companies face 
this possibility and must be prepared to 
expect general increases in the cost of 
settlements for all personal injury cases. 

To Help Eliminate Reckless Drivers 


Commenting on the subject of automo- 
bile accidents, another underwriter says: 
“The jump in automobile accidents over 
last year is due to increasing population 
and more cars on the roads. The loss 
payments are also higher. I feel that 
anything that will keep reckless drivers 
off the roads will help to decrease acci 
dent frequency. Eliminate the accident 
causes and your losses will go down.” 

Secretary Herbert Hoover's national 
conference on highway safety as well 
as the good work of various other agen- 
cies have been generally regarded as ex- 
ceedingly constructive steps this year 
toward the prevention of accidents. Par- 
ticularly was the recent action of the 
National Bureau of Casualty & Surety 
Underwriters to co-operate with the state 
highway departments in rebuking the 
licenses of reckless drivers commented 
on as a noteworthy development. One 
underwriter said: “This is a_ splendid 
move; it serves a two-fold purpose: 1. It 
lets the public know that insurance com- 
panies do not propose to saddle the loss 
experience of a careless or reckless 
driver on the shoulders of a= careful 
driver. 2. There is the added incentive 
for every automobile driver to appre 
ciate the value of insurance and to drive 
carefully. 

Views on Individual Merit Rating 


\ number of automobile underwriters 
feel that individual merit rating on pri- 
vate passenger cars may be all right in 
theory but not in practice. “The aver- 
age driver is not expected to have a loss 
once in five or ten years,” said one ex- 
ecutive, “why, then does he deserve any 
credit at the end of the first year if he 
does not happen to have a loss during 
that year? If we were to put into effect 
any such rule it would mean that 90 per 
cent of our policyholders would receive 
the benefit of reduction in premium for 
good experience on the public liability 
coverage, which is the big premium pro- 
ducing coverage in the automobile field. 

“A great many of the remaining 10 per 
cent of our policyholders who happen to 
have accidents during the year would 
also get the benefit of a decrease in rates 
due to the competitive situation intro- 
duced by the brokers. If a plan could 
be worked out whereby a man received a 
credit for no accidents over a period of 
ten years, there would be some justifica- 
tion for granting an experience credit, 
but even then it would be difficult to 
apply in actual practice because the aver- 
age automobile owner wants to purchase 
an automobile policy with the omnibus 
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Consult Your Agent or Broker 
As You Would Your Doctor or Broker 


In this, the thirtieth year of the U.S. F.&G., 
it is fitting to observe that two hundred and 
seventy-eight agents have been producers of 


business for it twenty-five years or more. 


A 
eon? ONO iy, 


Two hundred and Seventy-eight is a very 
great proportion of the total of agents who 
were on the rolls of the U.S. F. & G. 


twenty-five years ago. 


Claims; paid since 1896 -$135,439,133.31 





coverage clause which permits any other _ ANEW seen POLICY : 
person to drive the car. With the golf season in full swing, 
Rates Favorably Received the Independence ideals is offerins : 
According to various underwriters the a new policy which covers the golfer’s EMMA C. MAYCRINK 
companies have reacted favorably to the liability only. In the past the company 
rate changes which went into effect was obliged to endorse its sports’ policy Emma C. Maycrink, who has been pro- 
apout the first of this year. when the policyholder wanted only golf moted to statistician of the New York 
Chicago, for example, was given rather liability protection. — This bothersome Insurance Department, succeeding H, 0, 


a radical reduction, but the experience endorsement now being eliminated, the Van Tyle, who resigned to become actu- 
showed that it was deserved. There company expects a big sale of its new ary and statistician of the Constitution 
has been some criticism because rates policy. The premium for it is $3.30 per Indemnity, first entered the insurance de- 
She 
clerk in 
been raised to a point where companies Join Constitution the audit bureau which had just been 


organized. In 1918 she joined the Com- 


on the more hazardous classes of public annum and for a three year policy $7.70. partment in 1908 as a_ clerk. 
passenger carrying automobile have not = - shortly afterward made chief 


can write this class of business profit- 
ably. The present manual presents al- 
ternative methods of rating these risks, 


(Continued from Page 35) pensation Inspection Rating 


basis. This gives the assured an op- 


portunity to purchase his insurance at into the general law practice in Oklaho- — partment was area gee Pho carry out 
even a lower cost than the intended = ™é@ City. : E , the mIne ‘ndments to the rating section oi 
mantial charce. _ Mr. Caudill has had a wide underwrit- — the New York insurance law, Miss May- 
ing experience, not only in bonding but — crink returned to the department. and 

BLOWS IN COURT COSTS $50 in the adjustment of bond losses. He — was assigned to its rating bureau. Be- 
While the trial of Katherine Bennett * — ag — ‘department st rss cause of her familiarity with | rate- 
et al vs. the Union Mutual was. being oe a * henge re ye a making problems in connection — with 
heard in Judge Starkweather’s court at eoengh ae when he ted made held attor- workmen's compensation, she has de- 
Denver, the attorneys, W S. Holliday apie for the Macsnchpectts Bonding, su- voted a large part of her time to that 
’ i ys, > #¥+ — pervising bonding and casualty claims in particular line, She has also been in 


representing the American Credit Rating 
Bureau, and Louis F. Erny, representing 
the insurance company, became involved 














t : ' government engineering staff covering crink is a fellow of the Casualty Actu- 
in a_ heated exchange of words followed construction work during the world war. arial Society and was one of » inter- 
by blows. Judge Starkweather fined After four years with the Federal ested listeners at its recent invetita in 
both $50 for contempt of court. Surety as superintendent of the legal New York. 
and claims department, Mr. Caudill came Oe 
RECIPROCALS IN ILLINOIS vast to join the Independence Indemnity Leslie F. Tillinghast, newly clected 
In 1925 there were thirty Illinois re- in its bonding department. In 1925 he agency assistant, Great American In- 
ciprocals operating in that state, and was placed in charge of this department, demnity, is the author of an interesting 
seven from other states, writing automo- — resigning this position to join the Con- — article on “Personality—or Sincerity” in 
bile insurance exclusively. stitution Indemnity. the current issue of the “Mailbag.” 
The Unexpected — AN ACCIDENT! 
* - 
Ruins Many a Vacation 
PROTEC T— When the unexpected occurs 
ROYAL INDEMNITY COMPANY 
e e 
34: William Street 
New York 
CASUALTY _ ALL FORMS — SURETY 


Board 
by the State Code Commission of Okla- auditor, having charge of accounts and 
ic, on a mileage basis or the earnings hema which at that time was revising statistical work. A few years later when 
the statutes of that state. He then went the rating bureau of the insurance de- 
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the greater part of the middle west and — close touch with the plans for acquisition 
southwest. He was a member of the and field supervision 7 Miss May- 
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Beha to Play Fair 
With All Companies 


REPLIES TO HANDS’ ATTACK 


Surety Cost Pledane Intended Solely 
to Benefit Insuring Public, He 
Writes Michigan Commissioner 


The first real inkling that Superintend- 
ent of New York 
State got of dissatisfaction in Michigan 


Insurance Beha of 


on the fidelity and surety acquisition cost 
pledges was when he read about it in the 
New York newspapers. Little or noth- 
ing came up at the insurance commis- 
meeting at 
week there were not enough 
commissioners present to take a vote. 

That Mr. Beha has absolutely no feel- 
ing of partiality toward the New York 
and Eastern companies is indicated by 
the following statement in his letter to 
Commissioner L. TV. Hands of Michigan: 
“| expect the New York companies to 
comply with any regulation made in the 
public interest wherever it may operate 
and | have never attempted, nor do I 
ever intend to fight the battles of New 
York companies in their relation with 
the insurance departments of other 
states when their selfish interests con- 
fict with such wholesome regulations. 


Pledges Solely for Benefit of Public 


In his letter to Commissioner Hands 
which was sent this week, Mr. Beha fur- 
ther stated: “The present effort is not 
intended to help any one company or 
any one group of companies against any 
other company or any other group of 
companies. It is intended solely and ex- 
cusively for the benefit of the insurmg 
public. It is an effort to eliminate waste 
in order that the insurance cost to the 
public may be as reasonable as is con- 
sistent with the solvency of the compa- 
nes and with sound business principles. 

“Nor have I assumed this burden of 
assisting in the limitation of acquisition 
and field supervision cost for the purpose 
of creating more work for myself and 
my fellow insurance superintendents and 
commissioners. I know that you, as well 
as the rest of us, are overburdened with 
the many duties and responsibilities of 
ofhee. However, it is part of my official 
duty as Superintendent of Insurance of 
the State of New York that I lend my 
dlorts to eliminate waste as far as that 
may be possible from the insurance busi- 
ness including the fidelity and surety in- 
surance business. ‘There is no class of 
surance which is more closely related 
with the public interest than is this busi- 
tess. By far the largest proportion of 
itis compulsory either by law or by busi- 
hess usages, 

“It is, therefore, difficult to see how we 
can consistently avoid our, responsibility. 
Furthermore, New York and many other 
states have rating laws requiring rates 
to be reasonable, adequate and non-dis- 
‘iminatory., If they are that they are 
lair and just to the insuring public, as 
well as to the insurance companies. If 
they are that there is no room for waste 
anywhere, neither in the acquisition and 
held supervision cost nor administration 
Cost elements forming part of the rate, 
If there is any waste anywhere, it natu- 
rally is carried in the rate everywhere 
and it would be unfair if the polieyhold- 
‘Ts Of one section carried the burden of 
Wastetulness in any other section. 

Casualty Regulation Successful 

he acquisition and field supervision 
a rules covering the general casualty 
aa have now been in force for 
Sanic, two years. _Nearly all the com- 
rales are complying with these rules 
come, companies that have not yet 
—lphed are gradually getting their or- 
‘anizations into condition so as to be 


sioners’ Chattanooga last 


because 


able : : po 

“a to comply with same. These rules 
ave greatly stabilized that business and 
ave 


‘ave quite generally eliminated wasteful 

competition, 

tio have been in personal communica- 
nN with practically all the executives of 
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these companies and they agreed that 
these rules have helped their business 
and have saved them thousands of dol- 
lars, and in the aggregate have saved 
this business millions of dollars. This 
saving will continue as time goes on, and 
as these rules are more universally com- 
plied with. That this savings is and 
will be reflected in the rate is certain. 
Surety Companies Should Make Some 
Sacrifices 

“The companies transacting fidelity 
and surety business expected to accom- 
plish the purposes of these laws by es- 


tablishing suitable rules among them- 
selves and enforeing them; they have 
found that difficult. With but few ex- 


ceptions these companies are now ask- 
ing the insurance commissioners to come 
to their aid and it is our duty to do so. 

“The Detroit Fidelity and Surety Com- 
pany and the Standard Accident Insur- 
ance Company, domiciled in your state, 
are, in my Opinion, good companies. at- 
tempting to serve the public well. Their 
representatives were invited and paftici- 
pated in the conferences which were held 
to formulate proper rules to help the 
fidelity and surety business. They had 
the same vote or right to vote as anv 
other company. The Detroit Fidelity and 
Surety Company shows that its acauisi- 
tion and field supervision cost ratio to 
earned premiums for its fidelitv and 
surety business for the year 1925 was 
44.1, and that its administration cost was 
17.1, while the Standard Accident’s ac- 
quisition and field supervision cost was 
42.9, and its administration cost 15.8 as 
compared with an average acquisition 
and field supervision cost of 34.8 and 
14.4 for general and administration ex- 
penses. 

“Thirty per cent. of the premiums is 

quite sufficient for a company to pay for 
the acquisition of its business and the 
field supervision thereof. Twenty per 
cent. of its premiums is more than suffi- 
cient for administration expenses, pro- 
vided some of the acquisition and field 
supervision cost is not carried over into 
the administration expenses. The com- 
pany executives are almost unanimous 
that these percentages are sufficiently 
liberal and adequate. 
_ “Companies should make some. sacri- 
fices for the general good of their busi- 
ness, and I am sure that the Michigan 
companies will reap the reward the same 
as the other companies, by making the 
effort to serve the public as well as 
themselves by climinating unnecessary 
waste in the conduct of their business. 

“Now, my dear Commissioner Hands, 
I trust you will pardon this long letter, 
and I am sure that you are in sympathy 
with the efforts that are being made in 
the interest of the insuring public as 
well as the insurance companies them- 
selves. But more than your sympathetic 
interest is needed. The results must be 
beneficial to the insured wherever lo- 
cated and the insurance company wher- 
ever domiciled and your active help is 
needed.” 


A. P. KNAPP RESIGNS 

Alexander P. Knapp resigned as vice- 
president of the U. S. Fidelity & Guar- 
anty this week and for the present will 
spend his time in traveling and literary 
pursuits. His work as executive in charge 
of the company’s casualty business will 
be taken over by Vice-President. S. 
Blount Mason. Mr. Knapp has been 
with the company for the past thirty 
years and was promoted to be vice-pres- 
ident ten years ago. 


H. F. BURNS PROMOTED 
Made Elective Officer in Eureka Casualty 
by Directors in Recognition 
of Good Work 
The good work of H. F. Burns as su- 
perintendent of agencies in the Eureka 
Casualty has prompted the board of di- 
rectors of that company to make Mr. 
Burns’ post an elective office in the com- 
pany organization and to formally elect 

him to fill it. 

Mr. Burns is a mechanical engineer by 
profession, entered the casualty business 
in 1909 with the Maryland Casualty, and 
was for some years with the American 
Mutual Liability and rose to the posi- 
tion of general manager of underwriting 
and engineering. 

He resigned from that company in 
1920 and became an insurance adviser of 
various corporations, later becoming 
vice-president of the General Casualty & 
Surety. He has also had a wide ex- 
perience in workmen’s compensation 
boards and bureaus. 

The National Casualty has appointed 
the Oberdorfer Insurance Agency, Inc., 
as its representative at Atlanta, Georgia. 

The Great American Indemnity and 
the General Casualty & Surety have 
joined the National Council on Compen- 
sation Insurance. 


Our agents 
know their 
assured 
will get a 
square 
deal 


ZURICH 


General Accident & Liability 
Insurance Co., Ltd. 
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1926 CASUALTY EDITION OUT 
Lots of Valuable Information in 13th 
Annual Volume of Best's 
Insurance Reports 
The casualty edition of “Best's Insur- 
ance Reports,” which is annually looked 
forward to by casualty and surety ex- 
ecutives, was published this week. It is 
the thirteenth annual edition and con- 
tains reports upon 255 casualty, surety 
and miscellaneous companies operating 
anywhere in the United States or Can- 
ada, including domestic companies and 
associations, Canadian companies, and 
carriers of other countries. There are 
138 mutual casualty, surety and miscel- 
naneous companies listed as well as & 
Lloyds institutions, 75 reciprocal ex- 
changes writing wholly or in part casu- 
alty insurance or allied lines, and 16 

state funds, making a total of 492. 

It is indicated that there are now about 
58 companies transacting title and mort- 
gage guarantee insurance, most of which 
are located in New York and New Jer- 
sey. According to up-to-date informa- 
tion, 175 stock casualty and miscellaneous 
insurance companies have retired from 
business during the period from January 
1, 1910, to April 30, 1926. The Best’s 
Reports also indicate that 86 mutual 
casualty companies have retired during 
the same period, as well as 81 reciprocal 
exchanges which have retired during the 
period from January 1, 1921, to April 1, 
1920. 

In addition there is included a table 
of assessment accident and health asso- 
ciations with considerable information 
about them. 


The Continental Casualty will discon- 
tinue its one and two months’ elimina- 
tion plan of non-cancellable income poli- 
cies, effective July 1. The company feels 
that while non-cancellable income pro- 
tection has proved a_ highly desirable 
insurance for the policyholder, further 
readjustments are necessary to make it 
safe and profitable for the company. 
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Company Contributes 
To Campaign Funds 


ECHO OF PEPPER-FISHER FIGHT 


President Folwell of Pennsylvania Manu- 
facturers’ Casualty on Stand; Cross- 
Examined by Senator Reed 

Pennsylvania insurance 


men were 


considerably interested in reading this 
week the relative to the 


campaign contributions in the 


testimony 
Pennsyl- 
vania senatorial primaries held in Wash- 
ington. Both 
dent of the 


Association, who is the dominating figure 


Joseph R. Grundy, presi- 


Pennsylvania Manufacturers’ 
in the Pennsylvania Manufacturers’ As- 


sociation Casualty Insurance Co., and 


W. H. Folwell, president of that com 
pany, were on the stand 
Grundy had testified about giving 


$309,575 to the committee supporting the 
I< pper Kisher ticket (Pepper running 
for United States senator and Fisher for 


governor), and Senator Reed of Mis 
souri did the cross-examination. Chester 
W. Hill, assistant to President lolwell, 
authorized the giving of some checks. 


The “New 
aid in part: 

Although Mr. Folwell was Vice-Presi 
ient of the Pennsylvania Manufacturers’ 
Association he could give no names of 
the other officers except Mr. Grundy, 
being unable to say who was the Treas 
urer or the Secretary of the associa 
tion He could not tell the kinds of 
manufacturers who were members. He 
thought the steel companies might be, 
but could not say as to the oil or coal 
corporations. His answers were cau- 
tious at every point, and it was with 
the greatest difficulty that his questioners 
broke through his “guard.” 

At the outset he was asked this ques- 
tion about the manufacturers’ organiza- 
tion: 


York Times,” in its story, 
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“Has that association ever taken any 
part in_ politics ?” 

“As such?” he parried. 

“Well, has it ever sent out-letters or 
done other things in the way of political 
ac tivity ! r 

“1 don’t know very much about it,” Mr. 
Folwell said. 

Mr. Folwell said he could not tell of 
any plans to raise money, at least be- 
fore he went to Europe. Senator Reed 
asked him if it was his signature signed 
as Treasurer to a receipt which the Sen- 
ator held in his hand. 

“That is my rubber stamp,” Mr. Fol- 
well said. 

Authorized Hill to Endorse Checks 

It took some questioning to ascertain 
who had authority to use this stamp, 
which had been used on a receipt to 
Mr. Grundy for $8,160. Finally Mr. Fol- 
well said it was used either by Frank 
J. Gorman or Chester W. Hill, the lat- 
ter having been designated to take Fol- 
well’s place as Treasurer while Folwell 
was away. 

\ batch of eighteen receipts to Mr. 
(srundy was identified. ‘They amounted 
to $309,575. Mr. Grundy had testified 
last week that he had advanced $300,000 


toward the Pepper campaign and had 
signed a note with Mr. Folwell for $90,- 
000 additional. Mr. Folwell said a few 


checks had been turned over to him also, 
but he could not recall whom they were 
from or what were the amounts. The 
avyregate, he estimated, would be no 
more than $1,000 or $1,200. He author- 
ized Hill to endorse checks also, Hill, 
it was explained, was connected with his 
insurance company—the — Pennsylv ania 
Manufacturers’ Association. Casualty 
Company—which was described as a 
mutual concern on the stock plan. 

“What is vour capital stock?” asked 
Senator Reed, after Mr. Folwell had said 
that he himself was the concern’s Presi- 
dent. ‘ 

“T can’t say,” he replied. 

“Vou don’t know the capital stock of 
vour own company,” exclaimed Senator 
Reed. 


the witness admitted. 


“ do not,” 
“Are you in the habit,” Senator Reed 
“of allowing $300,000 to be han- 


dled in your name like this?” 


asked, 
“NO.” 

“Did you ever do it before?” 

“f may have done so in the Harding 
campaign.” 

Hoped “Citizens” Would Pay 

Questions followed about the $90,000 
note signed by Folwell and Grundy as 
a joint note. Senator Reed sought with- 
out success to get a clear statement from 
the witness as to where he hoped to get 
the money, but it was sifted down to 
the point where Mr. Grundy appeared to 
be the responsible party, although Mr. 
Folwell said it was hoped to get the 
money “from citizens of Pennsylvania.” 

He was asked why the two signed the 
note when all the rest of the money had 
been advanced by Mr. Grundy. 

“We could get it at the bank,” 
the response. 

“Mr. Grundy was the 
were away,” continued Senator Reed. 
“Why was it necessary to go to the 
bank?” “I don’t know,” said Mr. Fol- 
well, 

It developed a little later that the 
money was for paying “watchers,” but no 
details could be obtained. 

The Pennsylvania Manufacturers’ As- 
sociation Casualty Insurance Company 
was incorporated in 1915. Best’s Reports 
say it has a capital of $250,000 and a 
surplus over all liabilities of $2,711,000. It 
was organized by the Pennsylvania 
Manufacturers’ Association. It writes 
various types of automobile insurance 
and workmen’s compensation. 


was 


‘angel’ while you 


PROMOTED TO ACTUARY 
W. F. Roeber, for the past eight 
menths assistant actuary of the National 
Council on Compensation Insurance, has 
been promoted to actuary. He has full 
charge of the actuarial and _ statistical 
work of the council. 


——— 
————es 


F. R. JONES TO TALK 





Will Give Connecticut Chamber of Com. 
merce His Thoughts on Workmen’s 
Compensation Laws 





F. Robertson Jones, secretary-treas- 
urer, Workmen’s Compensation P ublicity 
Bureau, will be the main speaker before 
the industries section of the Connecticut 
Chamber of Commerce in its 27th annual 
convention on June 23 at Hotel Griswold, 
Eastern Point, Conn. Mr. Jones will 
discuss “Dangerous Tendencies in the 
Workmen’s Compensation Laws.” 

The state chamber has invited several] 
prominent manufacturers to discuss Mr, 
Jones’s paper from the standpoint of 
their experience. Among them are 
George T. Kimball, president of the Am- 
erican Hardware Corporation, of New 
Britain, and Charles B. Whittelsey, presi- 
dent of the Hartford Rubber Works 
Company. 

Mr. Jones is well qualified to discuss 
this subject. He has been a professor of 
economics at Western Maryland Col- 
lege, Johns-Hopkins University, Union 
and Bryn Mawr; was assistant super- 
intendent of the Charity Organization 
Society of Hartford in 1894; was special 
representative of the United States bu- 
reau of education in England in 1897; 
and is the author of several books on 
history, sociology, economics and insur- 
ance, 


e e 
Big Bill 
(Continued from Page 34) 
Havana I was informed it might run as 
high as $4,000,000 in premiums. 

One of the best posted fire insurance 
men in America, a man whose business 
has been to know about fire insurance 
conditions abroad, said he doubted 
whether the entire premium income of 
Cuba was more than $6,000,000 or 
$6,500,000. The amount of fire insurance 
premiums reported for taxation by com- 
panies is $4,500,000 a year, as was printed 
by The Eastern Underwriter last week. 





men carry 


accident insurance. 


Head Office: 
55 Fifth Avenue 





Ask the First Man You Meet 
this Question 


Which Would be More Serious 
A Fire or being Disabled for 


a Long Time by Accident 
With Loss of Income? 


F OST men would consider a long period of 
disability more serious than a fire, yet few 
accident 
everyone insures his property against a fire loss. 

There is a vast market for London Guarantee 


insurance while most 


Here is quality Accident In- 


surance in variety—a policy to fit any man. Sat- 


isfy yourself of the great market for accident 
insurance and then become familiar with the Lon- 
don Guarantee line of Accident Policies. 
clusions you will make will profit you. 


REMEMBER—Accident Insurance is easily 
renewed—you don’t have to resell it every year— 
It is a steady income proposition. 


London Guarantee @ Accident Co., Ltd. 


NEW YORK 


C. M. BERGER, United States Manager 


The con- 


New York Office: 
90 Maiden Lane 
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‘The Knife Test 


HERE are rate manuals and rate manuals. 

Most of them give simply the prices of differ- 
ent amounts of the same coverage. They do not 
usually suggest a variety of prospects. 


The Fidelity and Surety rate manual is a different 
proposition. It not only gives prices but suggests 
more prospective customers than you ever dreamed 


were in reach—maybe just around the corner; maybe 
next door. 


Stick a knife blade between any two pages in the 
Surety rate manual and on one or the other you will 


find listed at least one bond which you can write in 
your town. 


FIDELITY AND DEPOSIT COMPANY 


Baltimore 


Fidelity and Surety Bonds and 


Burglary Insurance 
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Insurance against loss of goods 
process of manufacture is essential to 
the uninterrupted progress of business 
and the constant building up of stable 
wealth. 


The Red Royal Shield on your 
policy is the guarantee of an organiza- 
tion thoroughly qualified for the task 
of protecting the wealth created by the 
nation’s industries. 


KOYA 


INSURANCE COMPANY LTD 


DEPARTMENTAL OFFICES: 
ATLANTA, GA. CHICAGO, ILL. 
Milton Dargan, Manager Elwin W. Law, Manager 
NEW YORK BOSTON, MASS. SAN FRANCISCO, CAL 
Willlam Mackintosh, Mgr. Field & Cowles, Managers Rolla V. Watt, Manager ¢ 
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